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N.A.F.C. SEES 4, 500,000 OUTPUT IN 1931 


N . Y. and Pennsylvania 
Retain Lead as Markets 


For New Passenger Cars 


California Takes Third Place Among States in Pur- 
chases in 1930; Illinois Advances 
From Sixth to Fourth 


iW YORK, Feb. 13.—Ne 
its place as the leading 


N* 


w York state last year retained 
new passenger car market in 


| HEMINWAY LEAVES 
M. E. A. ON MARCH 1 


| 
| 
| 


| 


| 


this country, and Pennsylvania maintained second rank in| 


retail sales volume. 


Below those two states, however, there | 


was considerable scrambling of rank, due to uneven business | 
conditions in different sections of the country. 


Registration statistics for 1930 give® 
New York a total of 266,211, as com- 


pared with 332,445 in the preceding | 


while Pennsylvania is credited 


year, 
aS against 


with 199,252 cars, 

in 1929. 
California stepped up into 

place in volume of new car 


third 
sales, 


with a total of 184,312, as compared | 


with 255,335 in the preceding year, 
when that state occupied fourth 
place in sales. 

In coming into third place, Cali- 
fornia took the place of Ohio, which 
fast year sustained one of the 
Sharpest declines in car sales among 
the more populous states. With a 
total of 158,329 last year, as against 
266,060 in 1929, this state dropped 
from third to fifth on the sales 
fadder. 

Illinois did well in 1939, 
ing its standing from 


increas- 
sixth to 


Zourth, with sales of 163,387, as com- | 


pared with 236,647 in the preceding 


year. 

Nineteen states last year improved 
their relative standings in new car 
sales volume, while sixteen 


finished the year with lower ranks 


than in 1929 and thirteen finished | 


the year unchanged. The District 
bf Columbia, 
he states, would have made a re- 
narkable advance from fortieth to 
hirty-third place last year. 

Among the agricultural states of 
the ‘Middle West, the tendency was 


downward in rank, with Iowa mak- 


(Continued on Page 2) 


268,806 | 


states | 


if it were ranked with | 


GM. WALKER JOINS 
VACUUM OIL CO. 


New York, Feb. 13.—It 
nounced here today that G. M. 
Walker, advertising manager of the 
United States Rubber Company, has 
resigned his position and on Monday 
next will become advertising man- 


ager of the Vacuum Oil Company. 


Detroit, Mich., Feb, 13.—Frank S 
Harkins has been named as man- 
ager of advertising and sales promo- 
tion of the United States Rubber 
Company's tire department, suc- 
ceeding as advertising manager 
George M. Walker, 
to become advertising manager of| 
the Vacuum Oil Company, with| 
headquarters in New York. 

Harkins joined the organization 
as Detroit district manager a year 
ago, and later was made sales pro- 


| will retain in addition to his duties 
|as advertising manager. Previous 
to joining United States Rubber | 
Harkins was Manager of national 
advertising of the B. F, Goodrich 
Company in Akron, leaving that 
post to become manager of Good- 
rich’s San Francisco branch. 


New Truck Sales in 1930 


3% Above 3 


EW YORK, Feb. 13.—Retail sales 
of new commercial cars in the 

@omestic market last year was 3 

r cent. above the average sales 
in the three years immediately pre- 
eding, according to registration 
tatistics now available for 1939. 

Registrations of new trucks during 
he year amounted to 410,488, as 
ompared with 526,768 in 1929, 341,- 
02 in 1928, and 327,884 in 1927. The 
early average for the period 1927 
to 1929, inclusive, was 398,651. 

In seven months out of twelve | 
ast year, the new commercial car 
ales were greater than the three- 
ear average for the month. Five 
f these months were in the first 
alf of the year, however, registra- 
ons in the last six months having 

lien off sGmewhat more sharply 
than usual, 


-Year Average 


One of the most favorable factors 
of the business for the final six 
|months was in the showing made in 
December, when sales were closer to 
the corresponding month of 1929 
than in the months immediately 
preceding, and were higher than in 
December, 1928, or December, 1927. 
December registrations of 18,654 
compared with 23,272 in the final 
month of 1929, 18,436 in December, 
1928, and 12,117 in December, 1927. 
|The average for the month from! 
1927 to 1929, inclusive, was 17,941, 
| which Was exceeded by the 1930 
| total by 4 per cent. 

Commercial car sales started last 
year with a rush and in January 
topped the corresponding month of 
each of the three preceding years, 


(Continued on page 9) 


was an-, 


who has resigned 


motion manager, which position he| 


| 


M. L. HEMINWAY 


New York, Feb. 13.—M. L. Hemin- 
way announces his retirement on 
March 1 as managing director of 
| the Motor and Equipment Asso- 
ciation, in which capacity he has 
| served the organization for the past 
| twelve years. 

After serving 
war service 
|'ber industry during the war, Mr. 
|Heminway assumed the management 
{of the old Motor and Accessory 
Manufacturers Association. At that 
| time it was a small organization. 
During the past twelve years it has 
become recognized as one of the 
leading trade associations. 

Mr. Heminway has served as pres- 
|ident of the Trade Association Ex- 
fecutives of New York City, as well 
as president of the American Trade 
| Association Executives (the national 
organization of leading trade asso- 


as secretary of the 


(Continued on Page 3) 


_ STUDEBAKER TO OBSERVE 


| 79TH BIRTHDAY MONDAY 


South Bend, Ind., Feb. 13.—The 
Studebaker Corporation of America 
Monday will celebrate its seventy- 
/ninth anniversary. 
| This company, which was started 
on February 16, 1852, by Henry and 
Clem Studebaker with a capital of 
$68, today boasts actual net assets 
of more than $100,000,000. 


| TODAY 


Sparks From Detroit 
Profitable Truck Operation in Con- 
tracting 3 


Editorial: “Painting Reckless Driv- 
| ing” 


| 
| 


9 


Differential Discussions...... Page 4| 


Calendar of Coming Events. .Page 4 

| Contemporary Comment 

Sees Need of Horse-trading Instinct 
in Automobile Selling 


Engineering News 
REFERENCE 


Cumulative January 
Car Registrations 
Cumulative New Car Registrations 

in January 
Major Specifications and Mechani- 
cal Details of Passenger Cars, 
Pages 106, 11 


| 
Pages 8, 12 

TABLES 

Commercial 


committee of the rub-| 


_ DEMAND FOR REPLACEMENTS 


PUT AT MORE THAN 3,000,000 


Than Cars 


‘ 
i 


HICAGO, Feb. 


M. V. Ayres, Analyst for Finance Companies, Points 
Out That 1930 Production Was Hardly More 


Wore Out 


13.—Milan V. Ayres, statistician of the 


National Association of Finance Companies, today as- 
'serted that based on calculations made in his office motor 


vehicle unit production in 1S: 


31 would exceed that of 1930 


“by 1,055,000 units. 


SHEET STEEL PLANT 
| OPERATIONS UNEVEN; 
| MOTOR ORDERS DOWN 


Youngstown, O., Feb. 13.—Sheet 
plant operations in this district con- 
tinue to fluctuate with schedules 


varying from day to day, and no} 


orders of substantial size coming 
from the automobile manufacturers, 
chief outlet for sheets made in this 
district. 


Business placed here recently by 


automobile parts manufacturers has | 


been below the quantity expected, 
| despite reports of gradually expand- 
ing operations in automobile plants. 
Quick deliveries and continuance 
or the policy of both manufacturer 
and consumer to keep inventories to 
a minimum feature the sheet busi- 
ness here. 
production in 1931 by leading 
authorities in that field materialize, 
sheet activity in this district, which 
includes 120 rolling units, will in- 
crease sharply during the latter 
months of the year. No backlogs 
are being built up. 
Officials of Newton 


Steel Com- 


| pany are said to be considering re- 


} sumption of production at the com- 
pany’s new Monroe, Mich., plant. 
This unit, completed in 1930, is one 


_(Continued ; on page 9) 


If estimates on total car | 


In connection with the production 
lof 1930, which was 3,500,000, this in- 
ldicates a total output this year of 
approximately 4,500,000 cars and 


|trucks, Neither production nor sales 
|to date have borne out this predic- 
| tion, and to make it true a consid- 
| erable quickening during the last 
| three-quarters of the year would 
| have to be achieved. 

Mr. Ayres explains that he ar- 
rived at his estimate through the 
| application of a table of automo- 
|bile life expectancy, developed by 
| Prof. C. E. Griffin of the University 
of Michigan, which is similar to the 
life expectancy tables used by life 
j}insurance companies. By applying 
the statistics in this table in con- 
|nection with the figures for cars 
actually produced and sold in the 
|}United States during the _ past 
twenty years, the number of cars 
normally passing out of use each 
year are computed. Mr. Ayres’ 
statement follows: 

“These computations show that 
more than 3,000,000 cars will be re- 
tired this year, which is more than 
the total number of cars made and 
sold in this country in 1930, Furth- 
ermore, the 1930 production was 
scarcely more than enough to re- 
; place the cars normally worn oul 
and scrapped in that year. There- 
| fore, unless many people who have 
acquired the habit of riding in 
automobiles are going to go back 
to walking, 1931 must witness a very 





(C ontinued on Page 2) 
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Auburn Making Headway 
In Marketing the Cord 


_EDDINS SEES RAPID 


GAINS IN INDUSTRY, 


Lansing, Mich., Feb. 
in the automotive industry has taken 


rapid strides forward in the last 60 | 


days, and is destined “to be consid- 
erably better during the balance of 
| 1931,” D. S. Eddins, vice-president 
and general manager of the Olds 
| Motor Works, told a gathering of 
| this city’s most prominent business 
and industrial leaders at a Chamber 
lof Commerce meeting here yester- 
| day. 

“The Olds Motor Works is in a 
| strong position to forge ahead,” Ed- 
dins told his hearers, all of whom 
are vitally interested in the General 


(Continued on Page 3) 


13.—Business | 


New York, Feb. 13.—Although the 
iC ord front-drive passenger car was 
|}put on the market by the Auburn 
| Automobile Company at the begin- 
| nings of the current busines depres- 
| sion, satisfactory progress has been 
made in distributing the new car, 
Retail sales of the Cord in the 
| United States in 1930 showed an in- 
crease of 119 per cent. over 1929, 
the first year in which the car was 
on the market. 

Registrations of Cord in the six 
New England states last year were 
153 per cent. higher than in 1929, 
in the Eastern states, 120 per cent. 
greater, 220 per cent. higher in the 
South, 151 per cent. up in the Great 
Lakes region, 130 per cent, in the 
Middle West, 117 per cent. in the 
Rocky Mountain area and 160 per 
cent. on the Pacific Coast. 

The total of the entire country 


(Continued on Page 2) 
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NEW YORK LEADING | 
MARKET FOR CARS 


(Continued from Page 1) 


ing the only advance. This state, 
with sales of 76,985, as against 108,- 
342 in 1929, advanced from twelfth 
to eleventh position. Kansas, with 
44,779 sales and South Dakota, oe 
18,383, remained in their 1929 places, 
sixteenth and _ thirty-fifth, respec- | 
tively. 

Nebraska, with 41.345 registrations, | 
as compared with 64,664 in the pre- | 
ceding year, dropped from seven- 
teenth to nineteenth place, while 
North Dakota, with 12.861, against 
24,081, went from thirty-sixth to 
thirty-eighth place. 

Arkansas, one of the chief suf- 
ferers from the drought, reported 
19,303 registrations of new cars last 
year, as compared with 34,896 in 
1929, declining in rank among the 
states only one place, from thirty- 
second to thirty-third. 

Trend among the states having 
the larger cities of the country was 
mixed. Out of eleven such states, 
four retained their old places, four 
improved their ranking and three 
went down the ladder. 

New York and Pennsylvania, one 
and two,” respectively; Massachu- 
setts, eighth, and New Jersey, ninth, 
retained their 1929 standings. Mich- 
igan dropped from fifth to sixth, 
Indiana from tenth to thirteenth, 
and Ohio from third to fifth. 

Illinois, as previously pointed out, 
climbed from sixth to fourth; Mary- 
land stepped up from twenty-fifth 
to twenty-second, California from 
fourth to third and Missouri from 
eleventh to tenth. 

Other states to improve 
ranking in sales in 1930 were: 
Wisconsin, thirteenth to twelfth; 
Minnesota, fifteenth to fourteenth; 
Virginia, nineteenth to seventeenth; 
Connecticut, twentieth to eigh- 
teenth; Washington, twenty-second 
to twentieth: Kentucky, twenty- 
fourth to twenty-third; Florida. 
thirtieth to twenty-fifth; West Vir- 
ginia, twenty-ninth to twenty-sixth; 
Oregon, thirty-third to thirty-first; 
Maine, thirty-seventh to thirty- 
sixth; Rhode Island, thirty-ninth to 
thirty-seventh: New Hampshire. | 
forty-third to fortieth; Idaho, forty- | 
second to forty-first, and Delaware. | 

forty-seventh to forty-fifth. 

States retaining in 1930 the same 
relative standings held in 1929 are: 

New York, first; Pennsvlvania. 
second; Texas, seventh; Massachu- 
setts, eighth; New Jersey, ninth; 
Kansas, sixteenth; Tennessee, twen- 
ty-first; Georgia, twenty-seventh; 
Colorado, twenty-eighth; South Car- 
olina, thirty-fourth: South Dakota 
thirty-fifth; Vermont. forty-fourth, 
and Nevada, forty-Eighth. 

Following is the ranking of states 
in 1930 in volume of new car regis- 
trations, as compared with 1929: 

1930 1929 
Rank Rank 

1 


their 


New York 
Pennsylvania 
California 
Diinois 

Ohio 

Michigan 

Texas 
Massachuscetis 
New Jersey 
Missouri 

Iowa 

Wisconsin 
Indiana 
Minnesota 
Oklahoma 
Kansas 
Virginia 
Connecticut 
Nebraska 
Washington 
Tennessee 
Maryland 
Kentucky 
North Carolina 
Florida 

West Virginia 
Georgia 
Colorado . 
Louisiana 
Alabama 
Oregon 
Mississippi 
Arkansas Se 
South Carolina 
South Dakota 
Maine 

Rhode Island 
North Dakota 
Montanza aateia ace eee 
New Hampshire 
TGQNO £4.40. | 
Utah . : | 
Arizona : 
Vermont 

Delaware 


WNmNeK OM-17 WH Sh 


_ 
oe 
oO 


AUTOMOTIVE DAILY NEWS, SATURDAY, FEBRUARY 14, 1931 





N. A. F.C. Analyst Sees 1931 
Output of 4,500,000 Cars 


| 
| 


PARKS from JDETROIT 


' 
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large increase in the number of cars 
produced, 

“Consumption of automobiles since 
1918 has gone in three-year cycles, 


two years of increase being followed | 
| by one year of recession, each three-| 


year cycle exceeding its predecessor. 
The peak year of the last cycle was 
1929 and the normal operation of 
this three-year cycle would have re- 


sulted in a production decrease of| 
How- | 


three-quarters of a million. 
ever, the occurrence of the world- 
wide depression doubled this drop. 
This severe drop of 1930 in the buy- 


| ing of new cars does not. mean that 


people were driving fewer miles in 
the cars they had; on the contrary, 
the increased gasoline consumption 
shows that they were driving more 
than ever before, and _ therefore 
wearing out their cars a lively 
rate. 

“If the saturation point in the 
automobile industry is defined as 
the time when replacement begins 
to exceed additions to the numbers 
of cars in use, we have passed that 
point in 1927. It is often said that 
the automobile industry led the 
country out of the depression of 
1921. Our consumption of motor 
vehicles increased from 1921 to 1922 
by 910,000 cars, calculations made in 
this office based upon the rate of 
population increases, and retirement 
of old cars, call for an increase from 
1930 to 1931 of 1,055,000 cars. 

“The percentage of increase this 
year will not be great, in my 
opinion, as it was after the depres- 
sion of 1921, but the quantity in- 
crease will be greater. This should 
have a marked effect in aiding res- 
toration of general prosperity. 
Automobile production, merely to 
replace scrapped cars, is going to be- 
come so great during the next few 


OAKLAND AND PONTIAC 
DEALERS HOLD RECORD 
MEETING IN ATLANTA 


at 


as 


Atlanta, Feb. 13.—The largest 
Oakland-Pontiac dealer convention 
ever held in Atlanta took place last 
night, when approximately 250 
dealers, their banker associates and 
star salesmen joined with factory 
officials in the presentation 
program in the Biltmore Hotel. Five 
states—Georgia, Florida, Alabama 
South Carolina and Kentucky—were 
represented in the dealer delegation 

The meeting was under the direc- 
tion of W. A. Blees, vice-president in 
charge of sales. Oakland officials 
assisting Mr. Blees, included D. U. 
Bathrick, Eastern sales manager: P. 
Wesley Combs, advertising mana- 
ger; W. R. Huber, saies promotion 
manager; A. C. S. Olsen, manager 


sales 


of the dealer accounting department; 


J. S. O'Rourke, parts and service 
manager, and H. H. Goodrich of the 
sales department. 

At 6.30 o'clock in the evening the 
visitors were guests of the Oakland 
Motor Car Company at a banquet, 
with Mr. Blees presiding as chair- 
man and making the _ principal 
speech of the occasion. Talks were 
also given by Wade Leach, vice- 
president of the General Motors Ac- 
ceptance Corporation; L. L. Linehan. 
assistant general manager, Motor 
Accounting Company. Mr. Bathrick 
and Mr. Minor. 


EMPLOYMENT GAIN OF 1% 
IN OHIO REPORTED 


Cleveland, Feb. 13.—Reports from 
760 Ohio manufacturers show an 
increase of 1 per cent. in employ- 
ment for the month of December 
a month during which in the past 
five -\years there has been a 1 per 
cent. decrease, the February report 
of the Cleveland Federal Reserve 
Bank points out. January reports 
are not yet complete, the bank’s 
bulletin states, but, based upon re- 
ports of expanding industrial opera- 
tions, further improvement in em- 
'ployment is to be expected. 


45 
46 


| New Mexico 
| Wyoming 
Nevada 48 

The District of Columbia, if in- 
cluded among the states, would have 
been entitled to thirty-third place 
in 1930 and fortieth in 1929. 


years as to necessitate new records 
in total output, unless the growth 
in the number of cars in use almost 
ceases, which I do not believe will 
happen. 

“If our recovery from this depres- 
sion is accompanied by a wave of | 
optimism similar to that which | 
marked our recovery from the de-| 
| pression of 1921, it may easily hap- | 
pen that 1932 will be a new record 
year in automobile production, par- 
ticularly if revival of business | 
abroad permits normal recovery and 
expansion of our exports.” 


Cadillac Courage Wins 


* * K 


We Old Guys 


ok **k 


Sound Road Advice 


* *k 


* 


Chris Sinsabaugh—Detroit Editor 


66 ON’T sell America short” must be pasted in Larry 


CORD MAKES GOOD 
SHOWING IN SALES | Fisher’s hat, and he must heed the advice. Cadillae 
——— V-16 and V-12 prove it. Both these new models were 


(Continued from Page 1) ‘announced at a time when the going was extremely rough, 

a i on agains we and the success of each is a verification of the company’s 

The following tabulation faith in the soundness of the country as a whole: in the 

ee ee te eee ast’ future of business and in its own product. V-16 was launched 

counrty, as compared with 1929: in January, 1930, when skeptics questioned the judgment of 

| NEW ENGLAND Larry Fisher. It went across, though, and in October, 1930, 

| Sia lai = - the Cadillac chieftain threw another blue chip on the table, 

| Connecticut ‘ 10 the V-12. 

freed Island . - Just read this, from J. C. Chick, sales manager: “In the 

New Hampshire .. 0 first year of its existence the V-16 set a new sales record for 

Vermont . ‘ears of its price class, when more than 2,400 units were sold, 

Its companion, the V-12, already has enjoyed a sales volume 

| Which is, proportionally, even greater. January business for 

the V-12, for instance, totals nearly one-fourth of the com- 

bined La Salle, Cadillac V-8, Cadillac V-12 and Cadillac V-16 

sales. Reports from automobile shows indicate a still increas- 
ing V-12 demand as spring nears.” 

One cannot help but feel that it took real business cours 
age to put forth these new models in the face of conditions 
that existed last year. Why, the company admits that it spent 
six millions for new dies, new tools and new machinery alone 
for the V-16 and V-12, without including the cost of three 
years’ experimental work before the curtain could be pulled 
aside and the dotted line become visible to the eyes of 


shows 
| 


Totals 


New York 
Pennsylvania 
New Jersey 
Maryland 
West Virginia 
Delaware 


Missouri 
Virginia 
Georgia 
Florida 
Tenessee 
Kentucky 
Louisiana 
Alabama 
North Carolina 
Mississippi 
South Carolina 
Arkansas 
District of Col 


the prospects. 
* %* 
A® we read what Adelbert Ford, professor of psychology 
of the University of Michigan, has to say about that 
infernal law of averages as applied to automobile accidents, 
we involuntarily glance into the looking glass, see the graying 
hair and shudder to note that the professor has found that 
from 45 to 64 is the perilous age in pedestrian traffic. 
In that stage 22.5 per cent. of the traffic deaths occur, 
From 15 to 24 it is only 4.6 per cent.; from babies up to 5 
'years, 10.7, and from 5 to 14, 17.2. Last, there is 87.2 per 
jcent. from 64 up. So far as we are concerned, that’s some- 
.| thing for future consideration; we are directly interested in 
that 45-64 era. 

Why is it that we elderly persons are getting bumped off 
at the rate of 22.5 per cent.? Prof. Ford has it all figured out 
and, as we read it, refusal to admit we are growing old is the 
main reason. Factors that figure are, the professor says: 
Decrease in muscular ability, increase in body weight and 
decrease in speed of movement, preservation of traffic habits 
from the days when the automobilés were not a hazard, 
impairment of sensory acuity, a variety of senile effects on 
mentality, mental abstraction or absent-mindedness. 

+ * * 
T used to be the lack of good roads that slowed the progress 
of the automobile industry; now the need for better traf- 
fic facilities is the fly in the ointment, according to the grape- 
vine telegram that comes to me from Kenosha, the home 
of Nash. 

C. W. Nash himself, following his automobile show con- 
ferences, strikes the nail on the head by declaring that “‘sound 
practice in the 1931 highway program, in my opinion, lies in 
concentrating on improvements about the big highway 
terminals, where the bulk of automobile license money and 
gasoline tax contributions comes from, and in meeting traffic 
problems as they arise with construction methods which will 
BOSTON CONCERN IS TO | bring relief at the earliest possible moment.” 

MOVE TO NEW QUARTERS | Like Roy Chapin, chairman of Hudson-Essex board, and 

Boston, Mass. Feb. The| A. R. Erskine, Studebaker chieftain, this man Nash always 
American Motor Equipment Com-|has been keenly concerned about highway construc. 
pany of Boston will soon move into! tion and traffic congestion relief. Now he sounds a keynote 
new quarters at 880 Commonwealth] . : : 

Ave. They expect to be completely| in demanding that the country should concentrate on the 
installed in their new quarters on or| Widening of pavements on the main roads already in use, by 
before March 1. The new location! separating highway grades at congested intersections, push- 


is in the center of the Common- 
wealth Avenue automobile section. 


% 


...189 


GREAT LAKES 
.-287 86 
59 
31 
35 
17 
10 


Totals 59 


Illinois 
Ohio 
Michigan 
Indiana 
Minnesota 
Wisconsin 


Totals 
MIDDLE WEST 
- 20 11 
14 3 
<< ae 16 
8 0 
4 0 
3 0 


Iowa 
Nebraska 
| Oklahoma 
bee rr 
|South Dakota 
North Dakota 


Totals . 69 30 130°; 


ROCKY MOUNTAINS 
Colorado 

Montana 

| Idaho 

Utah 

New Mexico 

Wyoming 

| Arizona 

Nevada 


22 
PACIFIC COAST 
California . 208 91 


Washington 18 
Oregon 1 


Totals 


286 110 160°. 
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Profitable Truck Operation in Contracting 


Care in Selecting Proper 
Truck Equipment Saves 
Repair and Operating Costs 


This is the fifth installment of a survey of profitable truck operation 
in contracting work which has been compiled by the General Motors 
Truck Company, Pontiac, Mich. Additional installments will appear in 
subsequent issues of Automotive Daily News. 


OST truck equipment used by contractors represents a 

considerable investment—in some cases the contractor's 
major investment in equipment of any kind, But even when 
a contractor operates only one or two trucks of his own, there 
is little excuse for haphazard buying based on hearsay, 
prejudice and general impressions. Nor is there any justi- 
fiable reason for basing the selection on a small difference 
in price. _ 

First, price is but one of many that, will vary with the type of 
factors in the cost of truck opera- | Work he handles and with the kind 
tion, and always a minor factor. | Of truck equipment he has used. 
Over the life of a truck, its purchase! The experience of many contrac- 
price will seldom amount to more | ‘0rs, however, offers a sound gen- 
than 15 per cent. of the operating eral guide that is well worth = 
cost, as we have already seen. And ee seg During the survey pre- 
a saving of $50 to $100 on the = oe es aa teak tee 
original purchase price of the truck cae pee ronan ” 7 a he a 
means less than 1 per cent. saved jy) se of roa + oe aa tad 
from the total operating cost of |; YoCs Of Wucks tie ys ue 
ant & gmail service track. On the found most suitable and most de- 
a - i 2 d 1 : aaah t ability of pendable. They named the features 
other hand, the consisten ity ©* | they had found to be most impor- 
one truck to average one or two tant. 
more miles per hour in operation | No two statements, of course, were 
may mean increase@ earnings of | exactly alike. Yet certain money- 
from 1 per cent. to 10 per cent. | saving features were ; 
every day the truck is in operation. again and again. 

Moreover, the purchase of a| In addition, investigators rode 
sturdy truck that is able to do the | hundreds of miles on trucks of all 
work is far more important than a‘kinds, studying various kinds of 
saving of a few dollars. The coh-; trucks on many types of contract 
tractor’s repair bill is often one Of| jobs. And in all this first-hand 
his chief operating costs on his truck | study certain points were found to 
fleet—second only to drivers’ wages 


stand out plainly. Those features 
Certainly it is the cost that is felt} are listed on the next pag 
most directly and most immediately, | deserve the careful study of every 
for a truck under repair represents contractor who plans the purchase 
erpense: the cost of the repairs of new equipment. 
themselves, the cost of providing The selection of the 
another truck to handle the emer- , ody and auxiliary 
gency and the cost of the delays Just as important as the 
caused by the breakdown. hr —— sana a _—— 
. a . . captor LOGY 1S purchase rom the truck 
Por these or the contractor manufacturer, or whether a special 
owes it to himself we make certain | order is placed with a body builder, 
wnat = Ris new purchase he -“ not the body and its auxiliary equip- 
buying the same old causes of 1085 ment should meet certain funda- 
that he has experienced in the past. mental needs. It should 
Phe contractor’s aim should be to Save time in loading and unload- 
buy a truck that can be relied upon 
to do more work at lower cost. And 


ing. 
Accommodate full capacity loads. 
he cannot get that truck by hap- ; soa . 
hazard or careless buying. 


Provide safety while in transit (if 
materials being hauled demand pro- 

Every truck operator, of course, 
knows fairly well what mechanical 


tection), 

, Reduce dead weight to a 
features he wants in his trucks His ticable minimum. 
past experience tells him plainly some typical questions that should 
what types of design have proved pe considered in connection with 
unsatisfactory on his work, and these points are included in the 
what types have proved profitable accompanying table. 
investments. Naturally, the empha- , 
Sis he places upon this factor, or 


right type of 
equipment is 
choice of 


prac- 


(To Be Continued) 


Features to Consider in Body 
Design and Construction 


SIZE—(1) 
the maximum allowable load? 


Are the inside length, width and height correct for 


(2) If standard sized units are to be hauled, do the dimensions 
of the body provide room for a full load without dead space? 

CONSTRUCTION—(1) If the body is to withstand hard use, 
such as a dump body ordinarily gets, has it the required strength? Is 
it adequately welded, bolted, braced and cross-braced? 

(2) If a dump body, does it permit clean dumping? 

3) Would removable sides facilitate loading and unloading, as 
in handling pipe, cement and lumber? 

(4) Does the body height match that of loading or unloading 
platforms, so as to avoid the need for extra labor and time? 

(5) If the load needs protection against weather, has this been 
provided? 

(6) Is the body mounted to assure the proper load center and 
correct distribution of weight over the axles? 

AUXILIARY EQUIPMENT— (1) What is the time performance 
of the hoist, winch, or other operating equipment? 

(2) Will a mechanical or }ydraulic type of hoist be better for 
the particular class of dump work? 

(3) What are the manufacturer’s assurances on servicing and 
upkeep of the auxiliary equipment? 

(4) Will the hoist adjustment elevate the dump sufficiently to 
overcome the lag of the particular materials being hauled? 

(5) Is a side dump desirable? 

(6) Would winch equipment save time and labor? Is there 
enough work of this nature to justify equipping one or more trucks? 

(7) Would steel rollers or a roll-away body facilitate handling of 
materials? 

(8) Are there climbing rungs, conveniently placed, for the driver 
to get at the load? 

(9) Is the tail gate easily operated, to save time? The hoist? 

(10) Can dumping be controlled for spreading materials? 


mentioned 


They | 


| to emphasize, and that is why it chose the word 





Money-Saving Features in | 
Truck Design 


BRAKES—Brakes should be 
They should provide maximum 
pressure, 

CLUTCH—Heavy-material hauling throws an extra burden on the 
clutch. Therefore its design should be exceedingly sturdy. Plates 
should resist warping. Friction surfaces should be tough and effective. 
Pedal action should be stiff enough to prevent riding. 

IGNITION—Safety and freedom from petty troubles demand re- 
liable ignition, backed by a reputable manufacturer. 

SPRINGS—The extra heavy loads in building supply materials 
throw an extra heavy duty on springs. Length, toughness of material, 
and number of leaves should be checked thoroughly. Auxiliary springs 
are helpful on medium and heavy duty equipment, 

STEERING GEAR—Steering troubles are more severe and more 
dangerous under heavy loads. Grooving of the steering apparatus, 
with consequent hard turning, tendency to shimmy and play in 
the steering gear, can be avoided only by maximum surface contact 
in the steering gear itself, Simple adjustment and dependable action 
are necessary. 

WEIGHT DISTRIBUTION—Improperly mounted bodies which 
throw an excess of weight over either the front or rear axle tend to 
place an added burden on axles, tires, springs, frame, and other parts. 
Steering, braking and running are adversely affected, and heavy loads 
increase the danger. 

BODY DESIGN—The body should be so designed as to aid the 
time-saving, money-saving features for which the truck itself was 
purchased, The features enumerated on pages 21-22 of this report 
should be checked for possible application to the new body. 

CHASSIS DIMENSIONS—Changes in chassis dimensions are 
costly. Ordinarily the body outlasts the chassis. So, when dimensions 
vary, it is difficult to mount old but useful bodies on the new chassis. 
Buy where you know chassis specifications are standard and will 
remain so for future models. 

AXLES—Heavy loads, severe pulls and rough road conditions de- 
mand axles of extreme sturdiness. The manufacturer's weight allow- 
ance for the axle should provide an ample margin of safety to cover 
extreme operating conditions. 

GEAR RATIOS—Gear ratios should provide an ample range of 
both speed and pulling ability. In heavy work, a wide selection of gear 
ratios or “speeds” is advantageous. 

SPECIAL EQUIPMENT—The proper choice of the right type of 
hoist, winch, or other special equipment features will determine greatly 
the profit possibilities of the truck. 


designed and easy to adjust. 
under normal foot 


simply 
braking force 


(Continued from page 2) 


PARKS from JJETROIT | 
ing the work on double-deck streets and boulevards in cities, 
and enlarging the number of main roads entering our high- 
way terminals, such as Chicago, New York, St. Louis, Kansas 
City and like centers. 

* * ~ 
LY MOUTH has at last succeeded in registering its trade- 
mark and radiator emblem, a sailing vessel] on the sea 
and the word “Chrysler Plymouth,” despite the elementary 
legal doctrine that a mark consisting merely of a geographical 
name or a term may not be registered. 

The Court of Customs and Patent Appeals has held that 
“Plymouth” has ceased to have a merely geographi- 
that it brings to mind the Pilgrims and such 
etc. It was these 


the word 
cal meaning, 
qualities as endurance, strength, honesty, 
it declared, that Plymouth wanted its trade-mark 
“Plymouth.” 


qualities, 


* * * 
NTHUSED by Campbell's 245 m.p.h. at Daytona, Arthur 
Brisbane, in his “Today” column in the Hearst dailies, 
suggests that the wealthy sportsmen of America would con- 
tribute far more to their country’s advancement if, instead 
of spending millions building yachts for international cup 
races, they backed attempts on this blue ribbon automobile 
record, the straightaway mile. “Going four miles a minute 
develops the science of engine building, as important now as 
building hulls for sailing vessels was 100 years ago,” he holds. 
If America ever regains the mark held by Campbell it 
will be through the adoption of Brisbane’s suggestion by 
sportsmen seeking new thrills. Out here we doubt if any 
manufacturer would go to the expense of financing such an | 
expedition, much as he might want, as a patriotic American, | 
to see a Yankee-engined car do it. It should be remembered 
that the British onslaught was brought about by the English 
government supporting the efforts of its citizens to produce | 
an aviation engine that will uphold British speed supremacy 
in the air, on the land and in the water. Fancy Uncle Sam 
doing anything like that! 
* * * 

N Wall Street, they say out here, brokers and investors 
I regard the advertising in the Saturday Evening Post as a 
barometer of business conditions. That being so, the auto- 
mobile industry should be stimulated by the report that in 
January the passenger car advertising in the Saturday | 
Evening Post was greater than in either January, 1930, or 
January, 1929, the latter supposed to be one of the all- 
time peaks. 


| Motors unit 


} true 


| market 


‘EDDINS SEES RAPID 


ADVANCE IN MOTOR 
INDUSTRY RECENTLY 


1) 


largest industrial en- 
terprise in Michigan's capital city. 

“Oldsmobile is carrying extremely 
low inventories, our prices are low 


(Continued from Page 


}and in the depression of the past 
| year we have whittled our expenses 
|} to bedrock without cutting operat- 


ing efficiency,” the motor chief as- 
serted. “The same general status is 
of most of the auto industry.” 

Because of these facts, Eddins 
pointed out, the industry “stands 
ready to profit tremendously when 
the long-repressed flood of American 


| buying is finally unloosed 


“Only one possible factor may slow 
the motor car industry's return to 
normalcy,” the Oldsmobile executive 
warned his hearers “That factor 
is whether or not retail dealers can 
the used cars which must 
necessarily be taken in on new ma- 
chines.” 

Even in this regard, 
Oldsmobile “has seen 
upward trend in used car 
by its dealers.” 


Eddins added, 
a considerable 
disposal 


HEMINWAY LEAVES 


M. E. A. ON MARCH 1 


(Continued from Page 1) 


ciation executives) He is vice- 
chairman of the Motor Vehicle Con- 
ference Committee, which he assist- 
ed in organizing 

He is a member of 
of Automotive Engineers, having at 
me time served upon its finance 
committee. He is also a past di- 
rector of the American Automobile 
Association. Twice he was sent to 
Europe by the Motor and Accessory 
Manufacturers Association its 
representative at the meetings of 
the International Chamber of Com- 
merce He enjoys a very wide in- 
ternational acquaintanceship 

No announcements of future plans 
have been made by Mr. Heminway, 


FORD DISTRIBUTORSHIP 
IN CHARLOTTE CHANGES 


the Society 


as 


Charlotte, N. C., Feb. 13 The 
Wilson-Pettit Motor Company and 
the Selwyn Motor Company, largest 
Ford dealers to the two Carolinas, 
have dissolved and new distributing 
concerns will be opened by George 
E, Wilson, Jr., president and treas- 
urer of the company, and J. B 
*ettil, vice-president and secretary 
of the concern 

Mr. Wilson will conduct his busi- 
ness, known as the Wilson Motor 
Company, at the present location of 
the Wilson-Pettit Company, 1708 
South Tryon St., and Mr. Pettit will 
operate his business at 414 West 5th 
St.. present home of the Selwyn 
Motor Company, under the name of 
Pettit Motor Company. 

In making the announcement, Mr, 
Wilson said that the concern was 
dissolved voluntarily and that the 
two new agencies have been or- 
ganized for the purpose of creating 
greater efficiency in the distribu- 
tion of Ford products in Charlotte 
and Mecklenburg county. The Wil- 
son Motor Company was organized 
in 1920. 


MIDDLE WEST c OMPANIES 
REDUCE GASOLINE PRICE 
Chicago, Feb. 13—The Standard 
Oi] Company of Indiana, the Cities 
Service Company and the Sinclair 
Oil Company announced today that 
the service-station and tank-wagon 
price of gasoline in the Chicago area 
will be reduced 2 cents a gallon to 15 
cents, effective tomorrow. Other 
companies are expected to follow 
suit, Deducting the 3-cent state tax, 
the actual new price of the gasoline 
will be 12 cents, the lowest at which 
the motor fuel has sold in this area 
in ten years. The highest price here 
was 32 cents a gallon, just after the 
World War. 
CLASSIFIED ADVERTISEMENTS 
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Painting Reckless Drivers 
N the New York state Legislature there has just been intro- 
] duced a bill which would compel reckless drivers to carry 
on the fronts of their cars red plates bearing the obvious 
letters: “R. D.’’ The reckless gentlemen would be compelled 
to pay $1 in lawful currency of the realm for these plates and| 
then display them for the edification of all and sundry. 

This is an ingenious idea, but to us it seems scarcely | 
logical. If a person has been convicted of reckless driving, he} 
ought not to be allowed to drive again, until he has done} 
penance that would suggest to him the need for care in 
future. To the inherently reckless mind the red plate would 
probably be a pleasure rather than a pain. With traffic in 
its present condition, recklessness is an extremely serious | 
matter and it becomes a serious question as to whether a per- | 
son who has given evidence of confirmed disregard of the| 
rights and safety of others is entitled to subject the general | 
public to danger. 

In this connection it may not be amiss to point out that 
our methods of deciding whether a driver has been reckless 
or drunk or anything else on the highway which he shouldn’t 
be are extremely haphazard and casual, The word of a| 
policeman is usually enough to fix a crime or misdemeanor. | 
Protests of the driver mean little in court and usually he is! 
not in a position to produce expert testimony for his side of 
the case. There is no question that we need strict enforce- 
ment of laws governing highway traffic, but there is also no 
question that we need some sort of protection of the rights} 
of the ordinary citizen who uses the roads. We cannot sub- 
scribe to the school of thought which places driving a car as a| 
privilege and not a right. The right to move from place to 
place’ is almost a basic one and should receive reasonable | 
protection by the state or country. | 


A Vicious Bi 
s Bill 

F it were not for the serious implication to be found in the} 
condition, the obvious fear of this country of what its | 
legislators, state, national and what have you, are going to 
do from time to time, the situation would be rather comic. 
When Congress suggests that it is going into an extra session, 
the entire country roars displeasure. The sooner the eminent 
solons can get through their regular session and go home, 
the safer the country appears to feel. Obviously this is some- | 
what of a reflection on democratic government. Unhappily! 
the legislators are definitely to blame for this. 

In the state Legislature of Indiana there has just been 
introduced a bill so inherently vicious that we need no better 
illustration of why the country dreads having its duly 
appointed lawmakers go into active session. This proposed 
Jaw would levy a tax of 50 per cent. on all deferred payment 
sales in Indiana. 

The National Association of Finance Companies has sent 
out a warning on this measure. The association points out | 
that the bill proposes what is “in reality a sales tax on goods 
sold on the installment plan. One of the chief arguments| 
against a sales tax is that it is unfair, because it bears on the 
purchases of poor people as well as upon the rich.” 

This Indiana bill would not tax goods purchased by rich 
and poor alike; it would single out the purchases of the less 
well-off and tax those alone. In our own business the! 
wealthy man who could walk into the salesroom and lay down| 

“ash to buy his motor vehicle would escape the 50 per cent. | 
impost. The man, and he makes up the vast majority who| 
must pay for his car from his income, would be slapped in the | 
face with this appalling purchase discourager. 

Of bad legislation offered in and passed by state legis-| 
Jatures and our national Congress as well, there seems to be 
no end, but this particular proposition is so abominable, so 
treacherous, so arrogant that it seems impossible it should 

receive serious consideration. 
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Differential Discussions 


N this column Automotive Daily News is glad to present the opinions of its readers on topics related 
directly to the automotive industry, Automotive Daily News, however. must disclaim responsibility for 


such opinions. 


All questions regarding merchandising, technical problems or other information pertain- 


ing to automotive industry will be answered without charge in this column. 


| Where Does the 


New Fuhrman Tandem Axle Trailer 


Distributor 


End and the Dealer Begin? 


"9 
k 
4 


ditor Automotive Daily News: 
F these words have the good fortune to reach a point where | 


they will be read by any considerable number of my 


brothers-in-trade, let me say 


that they are prompted solely 


by a comparison of my own experiences in the automotive 
industry with those in other lines. 


The views expressed herein are 
not to be construed as those of one 
who complains because of existing 
conditions mentioned herein, for it 
so happens that they do not apply 
to the writer. 

Supposing, then, that you were a 


distributor of automobiles and pur- | 


chased twenty cars from your man- 
ufacturer, paid for them, received 
them and, just as you got your sell- 
ing campaign well under way, you 
discovered that the manufacturer 
who had accepted your money with 
the legitimate manufacturer’s profit 
had sold a half dozen cars right in 
your own territory. 

No, I have never heard 
a case, but just supposing. 

You would probably 
explanation and I am axious to se- 
cure one too, but what I crave to 
know is why this example of un- 
fairness to the distributor can be so 
easily seen by him while he over- 
looks the fact that he is constantly 
practicing this same unfairness with 
his own dealers. 

My training in the world of busi- 
ness and common sense has led me 
to believe that, if we are whole- 
salers, accepting a wholesaler’s prof- 
it from our dealer, 
that feeds us when we attempt to 
compete with that same dealer. 

A business, to be lasting, must be 
built upon the solid rock of co- 
operation. 

Competition from outside goads 
us on to fight, but when it gets 
inside it stunts the growth and 
renders us unfit to meet all comers. 

This is not an accusation aimed 
at the distributor alone, for I feel 
that the factories have been the 
chief 


FEBRUARY 
7-14—Los Angeles. Automobile Salon. 
7-14—Kansas City. Automobile Show. 
9-14—St. Petersburg, Fla. Automobile 
Show at Winter Garden. 
9-14—Duluth, Minn. Twin Ports Automo- 
bile Show, held by Duluth and Su- 
perior, Wis., dealers. 
9-14—Toledo, ©. Automobile 
Civic Auditorium and 
Hall 
9-14—Denver, Colo. Automobile Show. 
14-19—Indianapolis. Automobile Show at 
State Fairground. 
14-21—Trenton, N. J. Automobile Show. 
Francisco. Society for Steel 
Treating National Western Meta! 
and Macninery Exposition. 
21-28—San Fiancisco. Automobile Salon 
21-28—Quebec, Canada. Automobile Show 
22-March 1.—Los Angeles. Pacific Coast 
Transportation. Exposition at 
Shreve Civic Auditorium 
22-28—Des Moines, la. Automobile 
at Coliseum. 
23-28—Springfield, O. Automobile Show 
24-26—Columbus, oO. Ohio Petroleum 
Marketers’ Association meeting 
24-March 1—Seattle, Wash. Automobile 
Show at Civie Auditorium. 
%5-Match 2.—Camden, N. J. Automobile 


Show 
MARCH 


6-15—Geneva, Switzerland. Eighth Swiss 
International Automobile Show. 
7-14—Brooklyn. N. ¥. Automobile Show. 
%-14—Wichita, Kan. Automobile Show at 
Forum 
11-13—Detroit, Mich. Michigan Oi) 
Association meeting 
22—Los Angeles, Cal. 
oil Equipment 
Exposition 
19-21—San Antonio, Tex. 
meeting, American 
Petroleum Geologists 
30-April 4—Indianapolis, Ind. 
meeting, American Chemical Society 
MAY 
N. C. Good Roads Con- 


Show at 
Exhibition 


Show 


Men's 


Second Annua! 
and Engineering 


16- 


Sixteenth annual 
Association 


4- 9—Charlotte, 
vention 
9-Aug. 9—Berlin, Germany. 
Garage Exposition, 
JUNE 
15-19—White Sulphur Springs, 
nual summer meeting, 
Automotive Engineers. 
SEPTEMBER 
26-Oct,. 2—Atlantic City, N. 
NOVEMBER 


Ii. Annual meeting, Amer- 
Hotel 


An- 
of 


Va. 
Society 


J. Annual 


10-12—Chicago, 
ican Petroleum Institute, 

Stevens 

meeting, American Electric Railway 


Association, 


of such | 


demand an |} 


we bite the hand | 


offenders in bringing this con- | 


| COMING EVENTS | 


of | 


Internationa) | 


‘ 


dition about and causing it to re- 
| main. 

A wholesaler in foodstuffs, shoes, 
textiles or building material, main- 


| tains a warehouse or yard properly | 


stocked and equipped to meet the 
demands of his retailers or dealers. 
He is not forced to shoulder the 
load of both wholesaler and retailer; 
in fact, he is not, under ordinary 
circumstances, permitted to 

A few of the far-sighted business 
men who have entered our industry 
in recent years have seen this con- 
dition and are making an effort to 
| place the automotive business in all 
its branches on a sensible working 
| basis. 

The heavy responsibilities now 
carried by the distributor often 
force him to conduct his business in 
a manner detrimental to his own 
| Interests and those of the factory 
}and the dealers 
| What is to be done about it? 
Just this: take the distributor out 
|of the retail field and put the re- 
| tailer into it—‘all the way.” 

If I were a dealer, I should not 


| only want what profit I could make | 


on the sale of each car, but I would 
| fight like a fiend to retain my cus- 
| tomers’ service work. There is also 
'a profit in that to which I would 
consider myself entitled. 

After a carpenter builds a house 
for a man the wholesaler who sup- | 
| plied the lumber to the carpenter 
|}does not go back and try to sell 
| the buyer a front porch, and, if he 
| were asked to, he would not do it. 
Firstly, because it would be unfair ' 


T remained for a Frenchma 
of “The Automobile Revol 


and unethical after accepting a 
profit on his lumber from the car- 
|}penter; and, secondly, because he 
| would not have the means of do- 
ling the job—and right there is my 
point. 

Why should the automobile whole- 
saler be forced to maintain a service 
Station if he can and does carefully 
select dealers who are in a position 
tu, and are entitled to, service the 
cars they sell? 

To my way of thinking, a distrib- 
utor’s equipment and organization 
should consist of a warehouse with a 
generous supply of cars and parts, 
on which he should be allowed a fair 
profit; a suitable office and one or 
more first-class road service men as 
advisors to be called on in case trou- 
bles arise that the dealer's service 
stations are unable to handle. 

With the distributor carrying his 
present load, it is a case of “neces- 
sity knows no law,” and he is forced 
many times to take that which he 
would otherwise pass on to the 
dealer 

When we will not play with the 
dealer we can not expect him to 
play with us, so the result will be 
just what it has been—a continu- 
ally changing dealer organization— 
changing, to be sure, from the fry- 
ling pan into the fire—for, with few 
|exceptions, all distributors are now 
forced to conduct their business 
affairs on a “me first” basis. 

Put the distributor on a business- 
like basis and the factory and dealer 
will automatically benefit. 

This has not been written in de- 
tail, but it embodies the principle 
ideas that I have given a great deal 
of thought to, ideas that will some 
day become the foundation upon 
which a stable, lasting distributor 
and dealer organization will be built 
to represent successful motor car 
manufacturers. JOHN ALDEN 

Newark, N. J. 


Contemporary Comment | 


n to set up an original defense 
ution.”” M. Bernard-Precy, in 


the Mercure de France, stoutly champions the automobile 


and maintains that it should not be blamed for abuses. 


even holds that the motor re 


He 
volution is a reaction against 


|false progress—American style—and a return to the old 
‘traditions of French civilization, particularly in the field of 


relations between human beings. 


| people drifted about the count 
| by stage or carriage. It mean 
into its own. 

The railway, as a means f 
demns as progress on the wror 


|regions or valleys, traversing mountains by tunnel only. 
The pent-up passenger must hurtle by 


'is a moving prison, 


| pleasant vistas and inviting villages. 


It recalls the days when 
ry as they liked, on horseback, 
s that the road is coming back 
or transporting people, he con- 
1g track. It is confined to flat 
It 


The great crime of the 


'railroads from the social point of view is that they upset 


|} human relationships. Roads i 
| tie between town and country, 
for more than three-quarters ¢ 
function and killed the road. 
pass, the countryside went t 


n other days were the natural 
nation and nation. Railways, 
»f a century, have usurped that 

Where the rail line did not 
o sleep. The friendly White 


Horse Inn shut its doors and ugly stations and the inevitable 


| Hotel de la Gare sprang up. 
Then the automobile 


Mechanically, yes; but socially 
the French writer. 


|reopen. The city dweller resu 
The countryman feels himself 
which trunk-line railways igr 
contact by convenient bus li 


“ame. 
| at . : . : 
Eighty-first| yoad, and now it is hailed as an instrument of progress. 
One trave 
man, post chaise and diligence. 
and is no longer merely “transported.” 


It took possession of the 


, it is a return to the past, says 
ls now as in the days of horse- 
The traveler stops at will 
Roadside hotels 
imes contact with the country. 
less abandoned. Small towns 
10red are linked in neighborly 
nes. Abnormal concentration 


around big cities loses its emphasis. Road building advances 


(Continued 


on Page 12) 
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Sees Need of Horse- Trading Instinctin A utomotive Sel ling 


Tire Dealer Gives Ideas on 
Salesmanship That Car 
Dealer Could Adopt to 
Good Advantage 


better 
automo- 


He need of more and 
horse traders in the 
tive industry is seen by De 
Hicks, president Hicks Rubber Com- 
pany, Waco, Tex. He has made a 
careful study of tire merchandising 
and the lessons he has learned may 
be beneficial to car dealers. 
‘Recently, while visiting one of 
our I chanced to overhear a 
conversation  be- 
tween a customer 
and a young sales- 
man, who had just 
recently been em- 
ployed by that 
store,” Mr. Hicks 
Says. “The cus- 
tomer 
inquire 
new tire. 
Salesman 
convinced 
that, for 
of safety and ease of mind, he 
ought to have four new tires. They 
had gotten down to the inevitable 
discussion of the allowance for the 
old tires when I came along. 


stores, 


about 
The 

had 
him 
the sake 


De Witt T. Hicks 


“It has been a long time since I 


have had the pleasure of listening 
to so convincing an argument 
against the customer's 


the young salesman presented the 
arguments so smoothly that he had 
the customer 
the end. He close@ the deal 
price for 
sented a legitimate profit on 
new merchandise and a chance to 
make something on the sale of the 
old tires as well. 


“After the customer 


on his excellent work. ‘If you 


weren't so young, I'd say you were! 


an ex-horse trader,’ I laughed. 

**Well, you didn’t miss it so far, 
at that. My father was, from the 
time I can remember until the au- 
tomobiles finally put 
business. I was sort of brought up 
on hoss-trading chatter,’ he re- 
plied. 

os 
us to do it, 
former 
position in our organization. 


were humanly possible for 
we perhaps would have 


It has 


been our experience that the better | 


the 
have 


a man’s horse-trading instinct, 
better salesman he is. We 


horse trading in the automotive in- | 
had | 


dustry today as we have never 
it before, and the firm which de- 
veléps horse-trading ability among 
its sales force will be, in the long 
run, out in front of the crowd. 


“There is a well-developed trad- | 


ing instinct in every one of us. 
There is no getting away from that 
fact. The youngsters ‘swap’ pocket 
knives or dolls; housewives bargain 
with the trades people. Every 
woman loves to shop. The million- 
aire’s wife frequently is found at | 
bargain counters The captain of 
industry and_ the 
banker are still ‘hoss trading’ when | 
they negotiate loans or form their 
bull or bear pools. They are dis- 
posing of something that they own 
for the most they can get for it, 
or buying the other man’s article 
for the least that they must pay. 
An automobile is rarely ever sold | 
outright any more. It is traded. So 
is much of the other 
that composes the automotive 
dustry. 


in- 


“The president of an automobile | 


manufacturing organization 
time ago said 
owner of a used car is a better sales- 
man of this one automobile than is 
the car dealer who has an inex- 


some 


Cumulative New Commercial Car Registration Statistics, 
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agreeing with him in| 
at a} 
the old tires that repre- | 
the | 


had gone I} 
congratulated the young salesman | 


him out of! 


horse traders in every sales | 


international 


merchandise | 


that the average | 


Typographical Effect in Ads 


Witt T. | 


came in to} 
al 


' 
| 
| 
| 
| 
| 


boone ait 
Bay Your Car 
Where Dollars 

De Full Duty 


Oe Vou Amer Cho 


ortn 
evenines 


exorbitant | 
value placed on his old casings; and | 


car bargains. 


haustible supply of new cars for 
sale. 

“This is equally true of the tire 
business. The individual can ad- 
vance a thousand reasons why he 
should be allowed more money for 
his trade-in tires. The ‘horse- 
trader’ tire salesman must convinc- 
ingly refute these contentions, or 
he will be ‘out-swapped’ on the 
the deal; and so it is with many 
|lines in the automotive field, and 
out of it. 

“It has been our 
the average man 
posed trade from 
| viewpoint, rather 
merchant's. It is 
business for 
with the firm to have the interest 
of the customer in mind, but, when 
it comes to setting the price to be 
| allowed on a set of old casings, a 
worn-out car or an old battery, it is 
we believe, that the sales- 
the firm and 





experience that 


the customer's 
than from the 
naturally good 


essential, 
man represent 
customer, 
“The average individual cannot 
| adequately represent his employers, 
| for the reason that he has not de- 


| veloped that horse-trading instinct | 


| sufficiently to hold his ground with 
| the customer who, knowing his 
property so intimately, has an ad- 
vantage at the outset. 


“We are often asked how we de- 
|velop good ‘horse traders.’ 
are two general methods we follow 
in doing this. And, incidentally, 
whatever success we have made in 
|the tire business is due largely to 
}our ability to make good traders 
lout of our store managers and sales- | 
i/men. 

“In the first place, we exercise | 
more than the usual amount of care | 
in the selection of men whom we 


|managers. In the second place, we 
follow as much as possible an em- 
ployee stock-ownership plan, where- 
by the majority of our managers 
and seasoned salesmen own an in- 
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looks at a pro-|, 


every one connected) 


not | 


There 


expect to develop into salesmen and | 


Starting Monday We Feature 
This Particularly Fine Array 
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A GROUP OF Nash New England Company's used car advertisements, 
Note how easy it is to secure variety in typographical effect in vary- 
ing spaces, and at the same time retain the outstanding firm name 
and quote plenty of prices and desirable offerings. 
the automobile dealers of metropolitan Boston are spending the 
greater part of their advertising appropriations in announcing used 
These used car advisertisements are an index of the 
way business is going in new cars, for a large part of the Nash 
offerings are _“trade- -ins” on new Nash cars 


Practically all 


| terest in the store where they vy, ork. 
'It is surprising how ownership of 
even a small amount of stock 
| changes the viewpoint of an em- 
ployee. 

“Securing men to sell tires is by 

far our biggest employment problem. 
While it is comparatively easy to 
hire an individual to keep your 
books, wash your windows or go on 
the street and offer your com- 
modity for sale, you can rarely find 
|a person who has the ability to 
|trade for your firm and apply the 
same ability to a company trade as 
he would apply if the trade were his 
own. 
“Looking at the employment prob- 
lem from that angle, we find that 
by hiring men with the horse-trad- 
ing instinct and then 
the store for which they work, we 
are able to surmount the 
stacle to securing the right sort of 
salesmen. 





been our observation that the av- 
erage automotive salesman 
for the customer in nearly all cases. 
|He thinks that the greater allow- 
ance he can secure for the customer 
| the better the customer will 
him and the firm. That is not 
necessarily true. The salesman who 
| is properly trained and has that 
‘hoss-trading’ sense can make 4a 
prospect see the store’s point of 
view, if he will go about it in a 
;sensible trading manner. Any cus- 
;}tomer respects a merchant who 
| knows the value of his own stock, 
| knows his business and has the 
j;nerve to stick by his convictions.” 
tions.” 


AL HEINTZMAN HEADS 
USED CAR DEPARTMENT 


Buffalo N. Y., Feb. 13.—Al Heintz- 
iman has been appointed manager of 
|the used car department of the 
Justice Motcr Corporation, 
| falo district distributor of Chrysler 
and Plymouth automobiles. 


- 


national 


Mack 


Inter- 


6| 


permitting | 
them to acquire a part ownership in | 


big ob- | 


“Under ordinary conditions, it has | 


works | 
| 


like | 


Buf- | 


‘Census Shows 


} 


PV ASHING TON, Feb, 13.—The De- 
partment of Commerce today 
released figures giving returns on 
the 1930 distribution census, gath- 
ered by the Bureau of Census, for a 
|group of Michigan cities and some 
scattering returns from other Mid- 
dle Western states. The returns are 
'as follows from the Michigan cities: 
-Escanaba, Mich. — The automotive 
group takes the lead in this report, 
with the food group second and the 
|general marchandise group third in 
order of sales. 
Escanaba, Mich. 
tablishments, reports sales of $2,- 
| 644,482, or 30 per cent. of the total 
retail business. Sales in 11 motor- 
vehicle establishments amount to 
$2,176,227, and sales through 5 ac- 
cessory. tire and battery stores are 
$110,271. A total of 10 filling sta- 
jtions is reported, with aggregate 
sales of $317,022 in gas, oil, tires and 
other accessories. This merchandise 
is also sold in 10 garages, which re- 
| port a business of $40,962, and this 
figure includes receipts from repairs 
land storage 
| Holland, 
| Sroup, with 
| ments, reports sales of $1,897,621, or 
lig per cent. of the total retail busi- 
ness. Sales in thirteen motor ve- 
| nicte establishments amounted to 
| $1,281,484 and sales through nine 
accessory, tire and battery stores 
|are $140,642. A total of sixteen fill- 
ling stations is reported with aggre- 
gate sales of $381,486 in gas, oil, 
|tires and other accessories. This | 
| merchandise is also sold in ten ga- 
rages, which report a business of 
| $86,957, which figure includes re- 
ceipts from repairs and storage. 
Marquette, 
tive group, with thirty-three estab- 
|lishments, reports sales of $1,768,- 
| 622, or 24 per cent. of the total re- 
|tail business. Sales in ten motor | 
vehicle establishments amount to 
$1,309,208 and sales through seven 
accessory, tire and battery stores 
are $69,739. A _ total 
filling stations is reported with 


The automotive 


Mich.—The automotive 


oil, tires and other accessories. 
Mount Clemens, Mich.—The auto- 
motive group takes the lead in this 
report, 
}and the lumber and building group 
third in order of sales. 
The automtive group, with 44 es- 
| tablishments, reports sales of $3,031,- 
| 508, or 24 per cent. of the total re- 
tail business. Sales in 12 motor 
vehicle establishments amount 
| $2,213,055, and sales through 8 ac- 
cessory, 


$156,001. 
tions is 





A total of 17 filling sta- 
reported with aggregate} 
|sales of $525,074 in gas, oil, tires 
|}and other accessories. This mer- 
chandise is also sold in 6 garages, 
which report a business of $120,378, | 
| which figure includes receipts from 
|repairs and storage. 

Niles, Mich.— The automotive 
group takes the lead in this report, 


with the food group second and the; 


general merchandise group third in 
| order of sales. 

The automotive group, with 49 es- 
tablishments, reports sales of $1,965,- | 
100, or 28 per cent. of the total retail | 
business. Sales in 12 motor vehicle 
establishments amount to $1,407,074, 
| and sales through 9 accessory, tire 
}and battery stores are $168,189. <A 
total of 27 filling stations is report- 
«|, with aggregate sales of $386,237 
in gas, oil, tires and other 
sories. 

Evanston, IUll.— The automotive | 
group, with 136 establishments, re- 
| ports sales of $10,601,648, or 23 per 

cent. of the total retail business. 
Sales in twenty-five motor vehicle 
establishments amount to $7,901,943 
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forty-nine establish-.| 


Mich.—The automo- | 


of fourteen 


aggregate sales of $383,175 in gas, | 


with the food group second | 


to | 


tire and battery stores are| 


acces- | 


More Cities 


- With Automotive Leading 


and sales through nineteen acces- 
sory, tire and battery stores are 
$666,234, A total of fifty-one filling 
Stations is reported with aggregate 
sales of $1,125,880 in gas, oil, tires 
and other accessories. This mer- 
chandise is also sold in thirty-nine 
garages, which report a business of 
$903,791, and this figure includes 
receipts for repairs and storage. Of 
the filling stations, twenty-eight are 
Single station independents with 
sales of $630,793 and eighteen are 
sectional and national chains with 
sales of $455,018. 

New Castle, Ind.—The automotive 
group takes the lead in this report, 
| with the food group second and the 
general merchandise group third in 
order of sales. 

The automotive group, with 61 es- 
tablishments, reports sales of §$2,- 
462,145, or 27 per cent. of the total 
retail business. Sales in 12 motor 
vehicle establishments amount to 
$1,838,307, and sales through 11 ac- 
cessory, tire and battery stores are 
$127,523. A total of 22 filling sta- 
tions is reported, with aggregate 
sales of $403,906 in gas, oil, tires and 
|other accessories. This merchandise 
'is also sold in 15 garages, which re- 
|} port a business of $85,474, and this 
| figure includes receipts from repairs 
land storage. 
| Shelbyville, Ind.—The automotive 
|group, with 41 establishments, re- 
| ports sales of $1,774,693, or 24 per 
jcent. of the total retail business. 
| Sales of 10 motor vehicle establish- 
;ments amount to $859,577, and sales 
through 5 accessory, tire and battery 
stores are $472,556. A total of 16 
filling stations is reported, with ag- 
|gregate sales of $277,025 in gas, cil, 
tires and other accessories. This 
merchandise is also sold in 9 ga- 
rages, which report a business of 
$159,035, and this figure includes re- 
ceipts from repairs and storage. 


/MARMON OPENS EXPORT 
HEADQUARTERS IN LONDON 


Indianapolis, Feb. 13.—To estab- 
lish an even closer contact with the 
European market and to make def- 
inite plans for the introduction of 
the Marmon Sixteen in Europe, 
Frank L. Hambly, Marmon export 
'manager, has removed his head- 
quarters from the Marmon factory 


in Indianapolis to London. 

From his new headquarters, Mr. 
|Hambly will direct Marmon affairs 
throughout Europe by direct con- 
ltact with Marmon distributors in 
i the principal countries abroad. He 
lalso will remain in close touch with 
| the Marmon factory to supervise 
| export operations in South America 

and throughout the rest of the 
world. 

The Marmon distributor in Lon- 
don is one of the largest automobile 
|merchants in the British Isles, and 
important new connections have 
been established recently in Paris, 
Switzerland and a number of other 
countries. Export business during 
1930 was of substantial volume and 
; advance indications point to an even 
| greater volume during the coming 
| twelve months. 
| FORD ORDERS TWO LARGE 

SHIPS FOR GREAT LAKES 

Detroit, Feb. 13.—Ford Motor 
Company has ordered two 300-foot 
cargo ships, the largest ever built 
for service between the Great Lakes 
jand the Atlantic seaboard and the 
first turbine boats of that type ever 
built. They will be constructed by 
the Great Lakes Engineering Works 
of River ' Rouge, Mich. 
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READ—and Draw 


“One of the best.” 


“At the New York Show I read the Automo- 
tive Daily News and was impressed with the 
thoroughness of your news service. I consider 
your paper one of the best.” 

H. H. Franklin Mfg. Co., 


F. A. Barton, Treas. Syracuse, New York. 


“Service... indeed very good.” 


’ “T think that the news service of the Automo- 
bile Shows that you gave with your publication, 
Automotive Daily News, was indeed very good. 

“We received the paper in our booths and in 
our rooms at the hotel every day.’ 
General Electric Co., Bridgeport, Conn. 

F. A. Parnell, Adv. Division. 


“Renders a definite service.” 


“From time to time we have been able to 
secure valuable information and statistics from 
your paper that have been of great help to us in 
our sales work. We are also very much interested 
in the section of your paper that describes vari- 
ous new tools for automotive maintenance work 
which are brought on the market from time to 
time. 

“We feel that your publication renders a Mefi- 
nite service that has proven of value to us.’ 
The Van Dorn Electric Tool Co., 
Towson, Md. 
R. G. Horner, Asst. Sales Mgr. 


“You are to be congratulated.” 


“T read as much of it every day as time will 
permit. Being very busy, however, there are 
times when I only get an opportunity to give it a 
passing glance. 

“You are to be congratulated upon the very 
complete and comprehensive automotive news 
gathering agency and for the general make-up of 
your paper. The one thing which perhaps in- 
terests me most is the tabulation of registrations 
and specifications, although the news will run a 
close second from the standpoint of interest.” 

La France-Republic Corp., 
E. O. Holmgrain, Chief Eng. Alma, Mich. 


“Generally read it every day.” 

“TI generally read it every day, but do not see 
every page. I am most interested in the descrip- 
tions of new cars and new devices described and 
illustrated.” 

Graham-Paige Motors Corp., 
Louis Thoms, Chief Eng. Detroit, Mich. 


“IT look over every page.” 


“Automotive Daily News comes to my desk 
every day, and I look over every page of it with 
a great deal of interest. 

“The parts which particularly interest me are 
the news items of what is going on in the indus- 
try, as I find that these items are right up to the 
minute. I also enjoy reading the editorials by 
Chris Sinsabaugh and the pages covering new de- 
vices which are continually being developed... .” 

Auburn Automobile Co., Auburn, Ind. 
H. C. Snow, Chief Eng. 


“Value.” 


“The writer is indeed glad to reply to yours 
of the second to give you an opinion on the value 
of your publication. I commit myself in the open- 
ing paragraph by using the term ‘Value.’ 

“While at the New York Show there was 
every indication that the News was well liked and 
well read by the majority of automotive men. It 
had a thorough circulation and was in great evi- 
dence. Personally, and as an advertising man, I 
followed every show issue of the year and like- 
wise analyzed each daily issue regularly.” 

S. A. Conover Co., Boston, Mass. 
F. B. Baldwin. 
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“T read each issue.” 

“T have made it a point to read each day’s 
issue. I see practically every page of each day’s 
issue.” 

Federal Motor Truck Co., 
G. B. Ingersoll, Chief Eng. 


Detroit, Mich. 


“System of distribution ... remark- 


able.” 


“We wish to express our appreciation of the 
service rendered in the delivery ef the Automo- 
tive Daily News at both the New York and Chi- 
cago Automobile Shows. 

“Your system of distribution seems to be re- 
markable and has certainly had considerable 
study on your part. We congratulate you.” 

Triplex Safety Glass Co., Clifton, N. J. 

F. M. Le Hardy, Asst. to Gen. Mgr. 


HOUSANDS of other daily 
readers of this  publica- 
tion hold the same opinions as 
those expressed on these pages. 
If you have something to say or 
sell to the automotive factories 
—to distributors or dealers—you 
can do it quickly—thoroughly— 
inexpensively by advertising in 
Automotive Daily News. 


“Each issue contained some new 


idea.” 

“The writer did receive the Automotive Daily 
News at both the New York and Chicago shows 
and read them quite thoroughly. Each issue con- 
tained some new idea that was interesting to any 
one in the automobile trade.” 

Berg-Winship, Ine., Utica, N. Y. 
Tom Eaton. 


“T appreciate reading it.” 

“The Automotive Daily News has always im- 
pressed me as being a live wire paper up to the 
minute with its publications, and I appreciate 
reading it very much. 

“Your Chicago and New York show service, I 
think, was beyond criticism.” 
Franklin Automobile Co., Syracuse, N. Y. 

E. C. Seaton, Supervisor of Sales, Eastern Div. 


“Most valuable automotive news- 


paper ever published.” 


“TI personally consider this the most valuable 
automotive newspaper ever published. 

“Your service at the New York Show was 
extremely gratifying, as every day papers were 
furnished, so we were able to keep up on the 
latest news that was going on that week.” 

Diamond T Motor Car Co., 
Long Island City, N. Y. 
T. C. Huxley, Jr., In Charge Eastern Dist. 


“Maintain a very distinct service.” 
“So far as the writer is concerned, he always 
looks forward to the delivery of the News with a 
lot of pleasure. 
“T do think you maintain a very distinct serv- 
ice, especially to the exhibitors at these shows, 
as it keeps them up to date on matters pertaining 


to the industry while the show is in progress.” 
Weaver Manufacturing Co., Springfield, Ill. 
G. E. Weaver. 


“Service... beyond criticism.” 

“T am glad to assure you that the service you 
gave was beyond criticism. Your paper was in 
my hands every day, and it served its purposes in 
every way. 

The Murray Corp. of America, Detroit, Mich. 
A. E. Northrup, Chief Engineer. 


“Nothing will take the place of the 
Automotive Daily News.” 


“During both the New York and Chicago 
Shows the writer was very careful to secure his 
copy of the Automotive Daily News each morn- 
ing, and it was perused carefully to find out just 
what was going on in the industry. 

“There is nothing that will take the place of 
the Automotive Daily News in the automobile 
field, and I want to compliment your staff of 
reporters as they certainly do dig out the news,” 

Federal Motor Truck Co., Detroit, Mieh, 
F. P. Soper, Sales Manager. 


“Excellent job was done.” 

“I think an excellent job was done by the ‘Au- 
tomotive Daily News with both the New York 
and Chicago Shows. To my mind the paper cov- 
ered adequately both of these events, and I was 
greatly impressed with the speed of the news 
items which broke during the Shows.” 

Campbell-Ewald Co., Detroit, Mich, 
L. T. Robinson. 


“Items... have meant sales to us.” 
“At various times we have found items in 
your paper which, when followed up, have meant 
sales to us. 
“While at the New York and Chicago Shows 


a service which I appreciated very much.” 
Wolverine Bumper & Specialty Co., 
Grand Rapids, Mich. 


L. F. Striker, Sales Manager. 


$ 
“You are to be congratulated.” 

“I read the Automotive Daily News in New York and 
Chicago, and you are to be congratulated on the very fine 
work of your paper.” 

Olds Motor Works, 

Cc. L. McCuen, Director of Engineering. 


Lansing Mieh, 


“T would miss this publication.” 


“In my opinion the Automotive Daily News fills a 
want long felt by men in this business. 

“It is gotten up in convenient form for a quick glance 
at the news of the day and although I do not always have 
time to read it, I at least make it a point to look over the 
headings and glance through any articles that I feel 
might interest me. 

“The parts that interest me most are the articles deal- 
ing with the trend of the industry, the activities of the 
various companies, their changes in personnel and new 
devices. In fact, I can frankly tell you that I would miss 
this publication.” 

Peerless Motor Car Corp., 
8S. R. Thomas, Chief Engineer 


’ 
“Look through thoroughly.” 

“I do read the Automotive Daily News, though I 
cannot truthfully say that I see every copy. I look 
through the publications thoroughly, and read those items 
which appear most attractive to me.” 

American Austin Car Co., Inc 
E. J. Leach, Vice-President 


“Pleased with the service.” 

“T have been very much pleased with the service you 
have rendered in the past, and especially so during the 
New York Show.” 

Oakland Motor Car Co., Pontiac, Mich. 

W. R. Milner, Body Engineer 


Cleveland, Ohio. 


., Butler, Pa. 


“Read every day.” 

“The writer wishes to state that your paper is read 
every day. Every page is looked over and items of inter- 
est carefully noted. The editorial column, passenger car 
registrations and all engineering items are of a great 
deal of interest. 

“The Engineering Department copy of your paper is 
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our Own Conclusions 


then sent to the department proper to the men who are 
interested in this type of news. 
“It is the writer’s personal opinion that your p: aper is 
of decided value to men in the automotive industry.’ 
Marmon Motor Car Co., Indianapolis, Ind. 
George H. Freers, Chief Engineer 


“Well worth reading.” 


“I do find it well worth reading and particularly ap- 
preciate your summary of new models and similar tech- 
nical information. I also find it is well worth while as a 
business barometer and statistical record, even if it is not 
intended as such.” 

Pierce-Arrow Motor Car Co., Buffalo, N. Y. 

K. M. Wise, Director of Engineering 


“Look over each issue.” 


“Replying to your letter of the 2nd. I noted with 
considerable interest the way in which you handled the 
news of the New York and Chicago Auto Shows, and do 
not know at this time how you could improve the line-up, 
and have no suggestions to offer. 

“T always look over each issue with considerable inter- 
est, and appreciate getting the up-to-date information 
from time to time.” 

Buick Motor Co., Flint, Mich. 

Kingston Forbes, Ass’t Chief Engineer. 


“Referred to all... departments.” 


“Here at our own factory the News is received daily 
and referred to all of the different departments. Every 
one Jooks forward to reading each issue.” 

Franklin Automobile Company, Syracuse, N. Y. 

L. R. Hodge, Assistant Service Manager. 


“High standard throughout year.” 


“You are doing a great work, both from a news and 
an editorial standpoint. This is not only confined to the 
period of the New York and Chicago Shows, but I think 
you are successful in maintaining a very high standard 
throughout the year.” 

Marmon Motor Car Company, Indianapolis, Ind. 
G. M. Williams, President. 


“Covered the situation.” 


“In regard to service rendered by the Automotive 
Daily News at the New York Show, I certainly appre- 
ciated very much reading this paper, and found that it 
covered the situation very completely in all its various 
phases and lines.” 

Chrysler Corporation, Detroit, Mich. 

Harry T. Woolson, Chief Engineer. 


“Up-to-date ...is what we all want.” 


“I read the Automotive Daily News each day at the 
New York and Chicago Shows and got a great deal 
out of it. 

“The news was late and up to date and, of course, 
that is what we all want.” 

De Soto Motor Corporation, Detroit, Mich. 

John J. Palmer, Assistant General Sales Manager. 


“Have it mailed to my home.” 


“TI like very much to read the Automotive Daily News 
and have it mailed to my home, where I can read it at 
leisure. 

“I thought your Show Numbers were very well done.” 

Graham-Paige Motors Corporation, Detroit, Mich. 

F. R. Valpey, General Sales Manager. 


“T ... compliment your organiza- 
tion.” 


“I wish to advise you that the service rendered by 
the Automotive Daily News both at the New York Show 
and the Chicago Show was very satisfactory. 

“The news service of the Automotive Daily News 
during these two Shows was very worth while, and I want 
to compliment your organization upon the very splendid 
manner in which you handled this service at the shows.” 

Cadillac Motor Car Company, Detroit, Mich. 
J. C. Chick, General Sales Manager. 


“J read every issue.” 


“IT saw the News each day at New York and Chicago 
Shows; in fact, I read every issue. I could not suggest 
any improvement.” 

Willys-Overland Company, Toledo, Ohio. 
L. A. Miller, President. 


“fF am a daily reader.” 


“Your paper was delivered to me each morning by 
the floor clerk of the hotel at which I resided both at New 
York and Chicago. 

“The news contained in the paper is always interest- 
ing to those in the industry, and I am a daily reader of 
this publication.” 

Willys-Overland Company, Toledo, Ohio. 
W. Ward Mohun, Manager Commercial Sales Division. 


“Rendered superfine service.” 


“In my opinion Automotive Daily News rendered 
superfine service to the industry during both the New 
York and Chicago show weeks. But that was to be ex- 
pected from your paper, which has always given evidence 
of being alive, progressive and accentuated by the think- 
ing of men who understand the problems of the industry.” 

United States Advertising Corporation, Toledo, Ohio. 

S. R. Swiss, Vice-President. 


“You...are...to be complimented.” 


“You and your organization are certainly to be com- 
plimented on the splendid news coverage of trade activi- 
tes, both at New York and Chicago Shows. At the head- 
quarters in the hotels and almost immediately available 
to every automobile man in town was a copy of your 
paper. 

“In this activity, I think you certainly again proved 
your ability to serve the industry at large.” 

Peerless Motor Car Corporation, Cleveland, Ohio. 

W. T. Young, General Sales Director. 


does may easily determine for 
yourself the truth of the slo- 
gan across the bottom of these 
pages. At any time check the 
registration figures, engineer- 
ing news, dealer news, show 
news, factory news—all news in 
this publication against any con- 
temporary automotive news 
service. 


Service so good means high 
reader interest. 


High reader interest makes a 
good advertising medium. 


“Set a new standard.” 


“There is no question that Automotive Daily News 
has taken a decisive place in the industry, and am quite 
sure it is read by everybody who wants to keep in touch 
with developments. 

“I had the impression that your service both at the 
New York and Chicago Shows set a new standard, even 
for you. 

“Have no further suggestions to offer, as I think you 
are now doing a hundred per cent. job.” 

The Willys-Overland Company, Toledo, Ohio. 

George M. Graham, Vice-President. 


“Read it every day.” 


“We saw your paper each day at New York and Chi- 
cago, and also read it every day here in the office. 

“We think your New York and Chicago Show Week 
editions were particularly fine, and were all that could be 
desired in a paper of its kind.” 

Willys-Overland, Inc., Toledo, Ohio. 

F. L. Wiethoff, Assistant General Sales Manager. 


“T am saving them.” 


“I was very much pleased with the service rendered 
by the Automotive Daily News during the New York and 
Chicago Shows. 

“While I have not completely read all of the issues, I 
am saving them so I can go through them carefully, 
knowing from what I have read that they contain a lot 
of valuable information. 

“The lists of the representatives attending the shows 
were particularly valuable to me.” 

Stewart-Warner Corporation, Chicago, I). 

W. J. Zucker. 


“Well edited, informative.” 


“It is a pleasure to advise you that I always enjoy 
reading the Automotive Daily News. It is well edited, 
informative and presents very interesting and recent 
news developments in a brief, yet comprehensive way.” 

Houdaille-Hershey Corporation, Chicago, II]. 

George V. Foy, Vice-President. 


“Prestige among... better type of 
dealers.” 


“The news service rendered by the Automotive Daily 


News during the Chicago Show was very satisfactory. 

“You will probably be glad to know that our district 
men report to me that the Automotive Daily News con- 
tinues to grow in popularity and prestige among the 
better type of dealers throughout those territories in 
which we operate.” 

Diamond T Motor Car Co., Chicago, I! 
E. J. Bush, Vice-President and Sales Manager. 


“Wouldn’t be without it.” 


“T not only enjoyed reading the copies obtained during 
the shows, but as a matter of fact took the time off from 
other matters in order to do it. 

“T am a regular subscriber for your paper, and 
wouldn’t be without it. I consider it one of the livest and 
newsiest publication in the country.” 

John Bean Mfg. Co., Lansing, Mich. 
H. L. Faust, Sales Manager Automotive Division. 


“Keep up the good work.” 


“T take great pleasure in telling you that during the 
New York Show I looked forward every day with a great 
deal of interest in getting Automotive Daily News. 

“It goes without saying that I had the latest and 
most interesting news of the automotive industry, and I 
sincerely hope that you keep up the good work along the 
same lines as you have in the past.” 

John Bean Mfg. Co., Burton & Rogers Equip. Div. 

E. J. Planas, General Supervisor. 


“... Up to date.” 


“The service you rendered at the New York and Chi- 
cago Shows was, in my opinion, most efficient. 

“Each day I looked forward to the receipt of my copy 
of the Automotive Daily News so that I might keep up 
to date.” 

Hupp Motor Car Corp., Detroit, Mich. 

R. S. Cole, Vice-President. 


“A first class job.” 

“TI read the Automotive Daily News both in New York 
and Chicago, and I think that you are doing a first class 
job. This is my own personal opinion.” 

Buick Motor Co., Flint, Mich. 

E. J. Poag, Assistant Sales Manager. 


“Informative and interesting.” 


“We received the Automotive Daily News each day at 
both the New York and Chicago Shows, and found each 
issue very informative and interesting. 

“We believe that your paper has shown excellent de- 
velopment.” 

Dodge Brothers Corporation, Detroit, Mich 
A. Van Der Zee, General Sales Manager. 


“Used ... with our day’s work.” 


“We looked forward to the receipt of this paper each 
day, and used it often in connection with our day’s work. 
“This applies to both the New York and Chicago shows. 
“We think you did a splendid job, and wish to compli- 
ment you on the way in which it was handled.” 
Continental Motors Corporation., Detroit, Mich. 
O. R. Baird, Manager Automotive Sales. 


“T congratulate you.” 

“I feel that the general service rendered by the Auto- 
motive Daily News is up to its original standard and that 
which the industry expects of a publication, and I con- 
gratulate you upon the excellent service and work done. 

“The writer has been a subscriber to your paper since 
the first issues that you published.” 
Young Radiator Co., Racine, Wis. 

F. M. Young, President. 


“Acquired the habit.” 


“A copy of your publication was received in our Dis- 
play Section regularly, and I am sure that most of us, 
attending the Show, have acquired the habit of going 
through the Automotive Daily News to find out what has 
been happening and if we are missing anything. 

“You are to be complimented on your policy of dis- 
tribution at such meetings.” 

Bendix-Westinghouse Automotive Air Brake Co., 

Fred L. Hall, Service Manager. Pittsburgh, Pa. 


Originals of these recent letters and many more are on 
file in our New York office. 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr. 

GRAYBAR BUILDING, NEW YORK CITY 
WESTERN OFFICE DETROIT OFFICE EASTERN OFFICE 
Willard R. Cotton, Mer Geo. M. Slocum, Mer. J. Edward Schipper, Mer. 
333 No. Michigan Ave Pisher Building Graybar Building 

Chicago, I! Detroit, Mich. New York City 
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Starting and 


AUTOMOTIVE DAILY NEWS, 


Lubricating 


Automotive Engines in 
Cold Weather 


By DR. A. 
Standard Oil Deve 


The following is the second in- 
staliment, in part, of a paper pre- 
sented before the February meeting 
of the New England section of the 
Society of Automotive Engineers, 
Boston, Mass. It will appear serially 
in the Automotive Daily News. 

In Figures 2 and 3 are shown 
friction h. p. curves for the several 
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be noted from the 
that a speed of 82 r 
attained with A-49 oil at a crank- 
case temperature of 20 deg. F., 
whereas, at 10 deg. F., a speed of 
only 24 r. p. m. can be attained from 
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Fig. 2. Friction h. p. curves for various oils with bus type engine 


oils listed as obtained at 10 degrees 
F. In each case the starter h. p.| 
curves as well as the maximum and 
probable I. H. P. curves for the re- 
spective engines are also shown. | 
Maximum I. H. P's. were calculated 


by asuming an I. M.P.E. of 90 pounds. 
For purposes of discussion probable 
I. H. P’s. of 60 per cent. of the maxi- 
mum calculated are assumed to 
exist under cold starting conditions. 

Referring to Figure 2, it will be 
seen that at temperature of 10 
degrees F. a starter speed of 72 
r. p. m. is possible with crankcase oil 
A-43, as compared to a speed of 15 
r. p. m. for C-62. It is obvious that 
starting can be much more readily 
accomplished with the former oil 
than with the latter. 

However, the A-43 oil would be of 
too low viscosity for winter service 
in this bus engine. The use of the 
C-62 oil may bring about an im- 
possible starting situation. The 
starter can only attain a speed of 
fifteen revolutions per minute when 
the crank case is filled with a new 
charge of the latter. Should firing 
result, the maximum I. H. P. curve | 
shows that there would not be 
enough power generated to over-| 
come the friction horse power at} 
this speed and temperature. The 
first cylinders to fire would prob- 
ably result in the operator releas- 
ing the starter, but fail to generate 
enough power to carry the engine 
at the minimum firing speed, and 
thus prevent succeeding cylinders 
Trom functioning 

Referring now to Fig. 3, it will 
be se@n that the A-43 F. H. P. curve 
lies slightly below the _ probable 
I. H. P. curve throughout the speed 
range shown. Therefore, if the en- 
gine fires with this oil in the crank 
case, sufficient power will be gene- 
rated to accelerate it with each suc- 
ceeding cylinder that fires 

The seriousness of the situation 
becomes apparent when the prob-|! 
able I. H.P. curves are studied in rela- | 
tion to the various F. H. P. curves | 
Shown Fortunately these extreme | 
conditions are materially lessened 
as soon as the new charge of oil has | 
been used a short distance due to 
decrease in viscosity caused by dilu- 
tion. This will become apparent | 
from a study of the dilution curves | 
Shown later. However, to avoid the} 
annoyance of firing without suffi- | 
cient power to carry the engine} 
through, the car manufacturer will 
do well to design his engine to cut 
friction h. p. to a minimum at low 
Speeds and low temperatures. 

The change in starting effort re- 


quired for a given crankcase oil 


the same oil. This represents a drop 
in possible starter speed of approxi- 
mately 2 r. p. m. per deg. F. drop in 
temperature of the 
Similar effects hold for the other 
oils shown, B-49 and C-49. It will 
also be noted that A-49 at 0 deg. F., 
B-49 at 10 deg. F. 


crankcase oil. 
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m., respectively. It happens 
he calculated maximum i. h. p 
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at 25 r 
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that t 
and the starter 


for this engine p. m 


(Continued on Page 12) 


CURTIS INTRODUCES 
SMALLER MODEL 
ROTATING LIFT 


Pneumatic Machinery 
Mo., 
its 


Curtis 
Company,, St 
cently introduced 
plunger 
various styles 
new lifts 
adaptable 
tions, the manufacturers state 
Curtis lift is oil-locked. The 
are made with standard 
open side roll-on and free wheel 
| platforms, both with and without 
guides. 


one 
|LE BLOND MERCHANDISING 


ON DEFERRED PAYMENT 
PLAN 


In connection with the introduc- 
tion of the new line of lathes which 
marks the entry of the R. K. Le 


has re- 
9'5-inch 
lifts in 
The 


and 


Louis, 


rotating 
platforms 


models of 
of 
are lower in price 
sta- 
The 
lifts 


for smaller service 


Blond Machine Tool Company, Cin- | 
into the small machine | 


| cinnati, 8 
| tool field, a deferre@ payment plan 
| is announced. Distribution will be 
| through dealers on an exclusive ter- 
ritory basis. 


are the same} 
Thus, | 
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METHOD OF ATTACHING magnetic strain 


Production - - Engineering -- Factory 


| Magnetic Strain Gauge 
Indicates Amount and 


of Strain 


gauges to a railroad 


| rail so that stresses in both the head and the base of the rail can 
be measured simultaneously as the train passes above the point of 
| attachment 


One of the interesting features of 
the annual meeting of the American 


Society of Civil Engineers, recently 


| held in New York city, was the dem- 


j}onstration of a magnetic strain 


| Manufacturing Company, by Brian 
| Wheeler, a Westinghouse engineer 
The demonstration was made in the 
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and C-49 at 20) 


deg. F. have about -the same relative | 


with respect to the 
mum I. H. P. curve and cut the 
Starter curve at approximaiely the 
same point, 41 r. p. m. This, then, 
represents the relative order of 
merit of these three oils for cold- 
weather starting, and shows that for 
very cold climates it is necessary to 


position 


select crankcase oils. 


and 6 the 
discussing 
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pared in a different manner, name- | 
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3. Friction h. p. for sleeve valve engine 


gauge, in the course of development 
| by the Westinghouse Electric and | 








Museum of Peaceful Arts, News 
Building. 

It is claimed that the use of the 
contrivance can reduce the element 
of danger in all kinds of travel, help 
engineers and architects to design 
structures for skillfully and with a 
greater factor of safety, and that 

is capable of measuring surely 
and accurately stresses and strains 


which have had to be computed with 


| only approximate results in the past. 


Mr. Wheeler demonstrated the 


| gauge attached to a small alumi- 
|}num beam about six feet long and 


weighing eleven pounds. It was 
Shown that the device is so sensi- 


| tive it will record different readings 


(Continued on Page 12) 


MULLINS for 
STAMPINGS 


Quality—Service—Price 


MULLINS MANUFACTURING CORP. 

PMO hot et malities a 

District, Main Office and 
Works, Salem, Ohio. 


BRANCH OFFICES: 
332 S. Michigan Ave. 
Chicago, IIl. 


7-252 General Motors Bldg., 
east e Michigan _ 


CUMULATIVE NEW PASSENGER CAR 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising 
desiring county, city or town lists, or lists of owners in any given 
Some of this data has been published previously, but it is 


States 


Illinois | 
Minnesota | 
Missouri 


Hil., °30 
Minn., ’30 
Mo., 30 
Totals, ’30 | 


Chrysler 


Cadillac 
> | Chevrolet 


3140 | 
593] 


Franklin 


396] 108) 
a 
Se ae 


Graham 
Hupmobile 


LINK-BELT Autom 


Built and backed by Link-Belt, an eng 


and grown with the Automotive Indust 


MANUAL: ADJUSTMENT 


LINK-BELT COMPANY, 
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New Truck Sales ii in 1930 


3% Above 3-Year Average 


(Continued from Page 1) 


exceeding the three-year average by | 24,439 in 1927. The three-year aver- 
23 per cent In February sales fell | age for Se oheeuher was 35,379, from 
below 1929, but held well above 1928 | Which last year’s sales were off only 
and 1927, topping the three-year | 4 per cent. There was another fall- 
ing off of 13 per cent. from the av- 
average by 21 per cent |erage in October, while in Novem- 
The rate of gain over the three-|ber sales dropped to 17 per cent 
year average was. gradually reduced | below the average. 
year | Among the individual trucks, sev- 


through the first half of the 


eral last year Set up gains in regis- 


until in June, registrations dropped 
to 2 per cent. below the average | trations over 1928 and a larger num- | 
figure |ber were more heavily registered 
" . ‘ 927 
For the first six months of last |than in 1927. 


year, sales were 228,024, as compared , Brockway-Indiana, with sales last 
with 262,944 in the corresponding | Ye@r of 3, 780, exceeded the 3,645 in 
period of 1929, 150,726 in 1928 and | 1928 and the 3.010 in 1927, while 
189,062 in 1927. The three-year av- | Chevrolet, with 118,253 registrations 
erage for the first half year | in 1930, fell below 1928 by a small 


amounted to 200,910, which figure |™@rgin, but topped 1927, when sales 

the 1930 sales exceeded by 14 per | Were 104,717. 

cent.. | Diamond T was another truck to 
Registrations of new trucks turned | set up gains over both 1928 and 1927 

upward in July, 1930, amounting to] with registrations in 1930 of 2.888. as 





39,877, as compared with 33,515 in| against 2,308 in 1928 and 1,855 in 
June, and comparing with 57,945 in | 1927 
July, 1929, 31,853 in 1928, and 28 368 | Retail sales of new Ford com- 
in 1927. The average for the three | } mercial cars last year amounted to! 
years was 39,388, which was exceeded | 197,216, as compared with 223,353 in| 
by the July, 1930, total by 1.2 per| 1929, 65,260 in 1928 and 99,374 in 
cent | 1927. 

In August began the sharp decline} G M. GC. truck sales were higher 


in deliveries of new trucks to con- | in 1930 than in 1927, but lower than 





sumers. Registrations in that month in 1928. The 1930 total was 9.004. as 
in the domestic market were 33,809, | against 6,644 in 1927. 
as compared with 52,523 in the| International truck registrations 
corresponding period of the preced- | last year exceeded 1927 but were 
ing year, 36,807 in 1928 and 27,865 | below 1928 and 1929, amounting to} 
in 1927. The decline in August, 1930, | 23,703 last year, as against 16,356 in 
from the three-year average was 13 | 1927. 
per cent. Registrations of Sterling and 
A somewhat better showing was| Stewart trucks last year exceeded 
made in September, with registra-! sales in both 1928 and 1927, while 
tions of 33,902, as compared with |Studebaker and Willys - Knight 
46,574 in 1929, 35,125 in 1928 and! topped 1927 but were below 1928 and 
¢ 1929 
The following are the new commercial car registrations for 1930 
month by month, as compared with the three years immediately preced- 
ing and with the three-year average shown 
Per cent. 
1930 gain or 
; 3-year loss over 
1930 1929 1928 1927 average average 
ES os cep tanwes ad 30,274 29,857 16,423 27,573 24617 +23 
SE cavcnesspove 31,846 32,561 17,513 28,487 26,307 +21 
ee reer rrr ° 42.188 46,349 24,757 33,475 34,860 420 
DT éinendecnenssvce 46,997 56,265 30,426 37,028 41,239 413 
Dt hideuesceveetncee 43,204 52,851 32,434 33,997 39,760 -+- 8 
ta kkescenae hence 33,515 45,061 29,155 28,502 34,239 — 2 
ee MOORE oncccccs 228,024 262,944 150,726 189,062 200,910 +14 
act abecnb anne 39,877 57,945 31,853 28368 39,388 1.2 
UES Pyrrer errr 33,809 52,523 36,807 27,865 39,065 13 
September .occccccese 33,902 46,574 35,125 24.439 35379 — 4 
CT cc cceneecenees 34,224 49,884 40,857 27,199 39,313 —13 
MUOVOMROP ccccccscccs 21,998 33,626 27,516 18,834 26,658 17 
BPRCOERDOE cccccccccces 18,654 23,272 18,436 12,117 17,941 4 
Totals ...00+0++ dig ean a wala 410, 488 526.768 341,302 327,884 398,651 3 
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| NEW PACKARD BUILDING 
IS OPENED IN WICHITA 
Whichita, Kan, Feb. 13.—Formal 
opening of the new $200,000 Packard 
building at Wichita was held Jan- 
uary 15 and 16 This two-story 
building is one of the finest auto- 
mobile agency buildings in the en- 
tire Southwest. The history of the 
J. Arch Butts Packard 
extends back to September 1, 1922 
when J. Arch Butts, one of the two 
oldest automobile dealers in Wich- 
ita, took over the Packard distrib- 
utorship here. It had been a fac- 
tory branch until he assumed the 
|franchise. The company serves a 
territory comprising thirty-six coun- 








ties in southwest Kansas. Fred 
Dunworth, manager, assumed his 
duties September 1, 1927. 


“INGER MOTOR COMPANY 

GETS WILLYS-OVERLAND | 

St. Louis, Mo., Feb. 13. (UTPS) — 

The Singer Motor Company, 7816 
Ivory Ave., has become an author- 
ized Willys-Overland, Inc., dealer, 
according to J. F. 
general manager of E. J. Johnson, 
Inc., Willys-Overland distributor in 
St. Louis. Nicolas Singer is the 
owner of the new company. 


LOUIS DEALER 


NEW ST. 


Mo., Feb. 13 (UTPS).—A 
new Willys-Overland dealer has 
been appointed in the St. Louis 
|area, the Blomberg-Kingsland Mo- 
|tor Company, 


St. Louis, 


Kings Highway. R. L. Kingsland is 
president and B. F. Blomberg is 
| Vice-president of the company 


formerly connected with 


Both were 


E. J. Johnson, Inc., authorized 
Willys-Overland distributor in St 
Louis 


HOLT MOTOR COMPANY 
HAS BIRTHDAY PARTY 
Minneapolis, Minn., Feb. 13 (UTPS) 
—The Holt Motor Company is cele- 
'brating its twenty-second anniver- 
|sary and open house is maintained. 
in its new headquarters building at 
1301 Harmon Place and at 199 
Pleasant Ave. in St. Paul. These 
new buildings are of the most mod- 
ern type for handling Chrysler and 
| Plymouth products. 


| SERVICE MOTOR COMPANY 

MADE CHRYSLER DEALER 
(UTPS). 
1515 


| Nashville, Tenn., Feb. 13. 
| —The Service Motor Company, 
Broadway, Nashville, Tenn., 
appointed authorized Chrysler dealer 
|with R. B. Dickey, sales manager, 
| and Roy Hickman, service manager. 
| The new company is operating under 





direction of the Kentucky Motor 
Company of Hopkinsville, Ky., 
Chrysler distributors for this ter- 
' ritory. 


Company 


Beebe, assistant | 


FOR WILLYS-OVERLAND | 


located at 3647 South | 


has been | 











[SHEET STEEL PLANT 
OPERATIONS UNEVEN 


(Continued from Page 1) 


of the most modern plants of its N 


in full 
market 


been 
The 


kind, but has not yet 


commercial production. 


for sheets is not yet strong enough 
for operation of this mill, it is un- | 
derstood, but furthe increases in| 


expected 
sched- 


automobile production are 
shortly to result in an active 
ule at the Monroe plant. The New- 
ton Falls plant of Newton Steel 
continued operations at 70 per cent. 
at midweek, unchanged for several 
weeks. 

Prices continue unuchanged al a 
relatively low level with the com- 
mon product at 2.35 cents, blue an- 


nealed at 1.90 to 2.05 cents, galvan- 
ized at 2.90 cents to 3 cents, and} 
autobody at 3.30 cents 


| AU TOMOTIVE MEN HEAD 
FLINT MANUFACTURERS 


Flint, Mich., Feb. 13.—Harlow H 
| Curtice, president of the AC Spark 
Plug Company, has been elected 
| president of the Flint Manufactur- 
fers Association Other _ officers 
|named for 1931 are H. L. Weckler, 
| works manager of Buick Motor 
|Company, vice-president; S,_ S. 
Stewart, of W. F. Stewart Body 
| Company, treasurer, and James L. 
| Farber, secretary. The executive] 
committee of the association con-| 
| sists of Mr. Curtice, Mr. Weckler, | 
Mr. Stewart, James Parkhill, of 
Armstrong Spring Company, and 
Charles Wetherald, of Chevrolet 


Motor Company. 


USED CAR MANAGERS PICK 
Cc. D. LEWIS AS PRESIDENT 
Portland, Ore., Feb. 13. — C. D 
| Lewis, used car manager of the J.K 
| Leander Company, has been elected 
| president of the Portland Used Cat 
Dealers’ Association. V. E. Ander- 
son, sales manager of the Chase 
Garfield Motor Company, has been 
elected secretary-treasurer, and C. 
G. Hurley, used car manager of the 
Buick Motor Company, vice-presi- 
dent. The election took place at a 
dinner given the organization by a 
local newspaper, after which all 
| attending were taken for a tour of 
lthe various departments of the 
newspaper. 


TACOMA AUTOMOBILE SHOW 
WILL OPEN Pas 19 


Tacoma, Wash., Feb. 13.—The Ta- 
'coma Automobile Dealers’ Associa- 
tion will — its annual show Feb- 
ruary 19-22, according to Harry An- 
| drews, Soomaaes of the organization. 
| The show will be held in the Wash- 
ington National Guard Armory here, 
and will be under the direction ol! 
| Capt. C. W. Van Rooy 





REGISTRATION STATISTICS, JANUARY, 1931 


Service, Springfield, HL, and New Jersey, which are furnished by the New 
section, may obtain these by addressing any of these three companies 
given here complete for the convenience of our subscribers 
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States é ¢ = g s | 
a é < 5 E | 
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Illinois | _ 106 203 103} 183 136 | 19 35 183 
Minnesota g 8 41 21| 26 31| 2 1 68 
Missouri ‘ 3% 2s 5 q 
Totals | 144 276 138 238 181 | 26 49 302 
TIL, ’30 | 81 211 119 243 170 | 79 37 303 
‘Minn., "30 | 4 37| 26 36 34 | 5 9 62 
Mo., . 30 ‘ } 7 5: 
Totals, ’30 | 104 289! 160 351 220 | 91 57 417 


*Not in production at that time 











‘ineering organization that has served 
ry since timing chains were first used. 
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Jersey Motor List Co.., 


Studebaker 
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AUTOMATIC ADJUSTMENT 


Readers 







Totals 





Miscella- 


21, 158) ~—~»58 32 9,356 
5} —*72 1 1 2,361 
& 7 1,983 

47| 255 77 40 13,700 
119] 114 77 66, 12,555 
39] 32 i4 6 2,581 
i 5% 36 2,808 
221, 198 109 108 17,944 
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PINES 


WINTERFRONT 
helps Stutz 


set new 
cross-country 
record 


Proving necessity of 
motor heat regulation 
in sustained speeds. 


automatically maintaining 


¥ 

B proper motor temperature in 
both warm and cold altitudes, Pines 
Winterfront played an important 
part in the record-breaking coast-to- 
coast run recently completed by 
Stutz. Such tributes to the efficiency 
of Pines automatic motor regulation 
are helping Pines dealers sell more 
Winterfronts than ever before. 


New Features 


The new improved Pines 
fronts are vertical in design. Com- 
bining beauty with efficient auto- 
matic motor protection, they are the 
same style as those used on the most 
expensive motor cars. The new 
models are equipped with a new 
instanianeous closing device which 
enables the owner to close his shut- 
ters when he stops his car. 

The fact that scores of Pines deal- 


PINES 


ERFRONT 





Wiinter- 


ers throughout the country report 
the biggest sales in their history 
means that there is Winterfront 


business right in your community. 
Feature Pines Winterfronts and you, 
too, can get a good share of this 
profitable winter business. 

If you dp not handle Pines Win- 
terfronts, get in touch with your 
nearest distributor. Or write us for 
his name. 





New Prices 


"Io *20 


for large cars 





for small cars 


w mer Sd Nera 


Mia 





PINES 
WINTERFRONT 
COMPANY 


1151 N. Cicero Avenue, Chicage 
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Hupmobile—Caruso’s Garage, 
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AND 
| MODEL 


Montclair; Austin-Toman Company, | 


Inc., Trenton; Bronstein Bros., Lin- 
den. 

Studebaker—J. F. & M. Stein, 
bury Park; John R. Morris, 
Manasquan. 

Auburn—FEd. F. Buckley, 


erson. 


Inc., 


Inc., Pat- 
NEW YORK 
Graham-Paige—Armand L. Wil- 
bur, Ballston Spa; Clyde 
man, North Rose; Harry 
garther, Rochester. 
Hupmobile—T. A. Noffer, Ilion, 
Emmet Brazie, Boonville; Nathan- 
son-Taylor & Smith, Inc. New} 
York; Calliste Brothers,  Inc., 
Queens Village, Long Island; Mott- 
Frasier Corporation, Glens Falls; 
Brinckerhoff Motors, Inc., Port 
Chester. 
' Studebaker — Harry 
Inc., Newburgh; Powers 
Glen Cove, Long Island; Powers 
Garage, Syosset, Long Island: 
George D. Ackerson, Gasport. 
Auburn—George Jones, Mechanic- 
ville: St. Claire & Buschino, Port 
Chester; Pieper’s W. & M. &S., Inc., 
Suffern; Morton Lown, Kingston; 
Valley Motors, Utica; Glens Falls 
Auburn Sales, (X. J. Bromley). 
Glens Falls; 7 orman - Hutcheson 
Corporation, Hempstead, Long Is- 
land: Southside Auto Sales, Inc., 
Freeport, Long Island; Dewey Mo- | 
tor Sales, Island Park, Long Island. 
Island Park Long Island. 
NORTH CAROLINA 
Studebaker—Sumrell Motor 
Company, Inc., Greenville. 
OHIO 
Graham-Paige—Jim Schlemmer, 
Himself, Canton; Bookie’s Auto 
Shop, Fremont; Stony Ridge Ga- 
rage, Stony Ridge; Wauseon Ga- 
rage, Wauseon. 
Hupmobile — Yerzy - Nall 
Company, Toledo. 
Studebaker — Lennon’s 
Painesville; Turner Willis 
Company, Ironton. 
Auburn—Leibach Auto Sales, San- 
duskv. 


C. Har- 


M. Austin, 
Garage, 


Car 


Motor 


Garage, 
Motor 


OREGON 
Studebaker — Marshfield 
Company, Marshfield 
PENNSYLVANIA 
Hupmobile — Nace Motor 
Company, Harrisburg. 
Studebaker—Giberson-Clark Mo- 
tors. Inc., Millville; Foss-Hughes 
Company, Philadelphia; Lincoln 
Gat Clarion; North Penn Sales 
and Service, Quakertown; Thompson 
Motor Car Company, Williamsport 
South Centre Street Garage, Potts 
ville 
Auburn—Reig 
pany, Altoona; 
Pittsburgh; Hotaling 
pany, Kittanning; O’Neil Motor 
Company, Charleroi; New Castle 
Auto Sales Company, New Castle. 
RHODE ISLAND 
Auburn—Picard Motor 
Woonsocket; Twin City 
Pawtucket 
SOUTH CAROLIN*& 
Studebaker—Triangle Service Sta- 
tion, Laurens. 
TENNESSEE 
Studebaker—Arnold Motor 
pany, Winchester. 
TEXAS 
Studebaker—Resaca City Motors, 
San Benito: Leighton Auto Com- 
pany, Eagle Pass; C. & N. Motor 
Company, Stinnett. 
UTAH 
Hupmobile—cC. J. 
Company, Midvale; 
Company, Ogden; 
rage and Storage Company, 
ville 
Studebaker-—Fernley 
pany, Bountiful. 
WASHINGTON 
Studebaker— Independent 
Buckley. 


Motor 


Car 


age, 


hard Motor® Com- 
Dohler Brothers, 
Motor Com- 


Sales 
Motors, 


Com- 


Ridd Motor 
R. T. Mitchell 
Springville Ga- 
Spring- 


Motor Com- 


Garage, 


WISCONSIN 
Hupmobile—C. H. Beuhler 
Toe 
Studebaker—-Ed. Hove Auto Com- 
pany, Ellsworth; Champion Motor 
Company, Lake Geneva. 


BUSES REPLACE TROLLEY 

Jersey City, N. J., Feb. 13.—Re- 
placing the trolley system, eighteen 
modern Public Service buses have 
begun 
City line. Commissioner Arthur 
Polterton was the first passenger. 


Mon- 


As- | 


L; Eid- | 


operations on the Hudson | 


; Auburn 8-98 


Austin 


Buick 8-50 

Buick 8-60 3795 
Buick 8-80 4255 | 
Buick 8-90 | 4340 | 
Cadillac V-8 
| Cadillac V 12 | 
Cadillac V-16 | 
Chevrolet | 
Chrysler 6 | 
| Chrysler 8 | 3365 

| Chrysler Imp. 8 | 4725 
Cord (Fr. Wh. D.) | 4530 | 


De Soto Six | 2705 | 
De Soto Eight 2965 | “177 
De Vaux 6 112 
Dodge Six | 2668 | 
Dodge Eight 3043 | 
Durant 6-10 | 2780 | 
Durant 6-12 | 2765 | 
Durant 6-14 2950 

Essex Super Six 2925 

Ford A | 2375 | 
Franklin Series 15 | 3930 | 
Franklin Series 15 4220 | 
Gardner 136 | 3330 | 
Gardner 148 | 3500 | 
Gardner 158 | 3890 | 
Graham Sid. 6 
Graham Spl. 6 
Graham Spl. 8 
| Graham Cust. 8 


Hudson Greater 8 
Hupmobile Cen. 6 
Hupmobile Cen, 8 
Hupmobile C 
Hupmobile H & U| ** 
Jordan St, Line 80) 3490 | 120 
Jordan G Ninety 8| 3700 _ 125-131 
134 


La Salle V-8 
Lincoln 145 
*180 


Marmon Eight 70 
Marmon 88 130-136 
Marmon 16 145 


Nash Six-60 
Nash Eight-70 
Nash Eight-80 
Nash Eight-90 
Oakland V-8 
Oldsmobile 
Packard 826- 
Packard 840-845 
Peerless St. 8 
Peerless Master 8 
Peerless De L. 
Peerless Custom 8 
Pierce-Arrow 43 
Pierce- Arrow 41-42 
Plymouth 

Pontiac 


114 
118 
124 
132 


134 
140-143 
148 
109 


l ar | 


j— | 
5480 | 
6100 | 
2500 | 
2695 | 


*211 


118 
112 
112 
-112 
113 


"17214 


125-132 
132 
122 
125 
130 
115 
| 115 
| 120 
| 134 
119-126 
114 
118 
121 
125-137 


3325 | 
2900 |! 
3175 | 
| 3725 | 


5300 
3103 | 
4363 


| 2800 | 
3000 | 

| Soon | 

i 4000 | 

| 3205 | 
2935 

| 4479 | 12 

| 4955 | 14014 

| 3642 
4521 
4766 
4304 
4831 
2595 
2745 

"4650 

| 4375 | 
3950 


116! 
121 
124-133 


117 
33 7142-13414 
-1451% 
118 
125 
125 
138 
134-137 
142-147 
*167 
112 

135 
130 
125 

114 

114 
136 

130 
136 


Reo Royale 
Reo Flying Cloud 
Reo Flying Cloud 


Studebaker Six — | 
Studebaker Dict. 8) 3155 | 
Studebaker Com. 8 | 3525 | 
Studebak’r Pres. 80} 4230 | 
Studebak’r Pres. 90 *4360 | 
Stutz LA | 4320 | 
Stutz MA | 4918 | 
Stutz MB 4863 | 


Willys 6 97-98-D 
Willys 8 80-D 
Willys- Knt. 66-D 


IN THE ACCESSORY 
AND SERVICE FIELD 


13414 
145 
110-113 
121 
121 


3303 
3582 


NEW DISTRIBUTING PLANT 

Auburn, Wash., Feb. 13. — The 
Associated Oil Company of Califor- 
nia has purchased an acre and a 
half of ground here and will start 
| immediate construction of an $18,000 
distributing plant to serve this ter- 
ritory. The same company recently 
completed a large  super-service 
station in the heart of the Auburn 
business district. 


D. C. SHAW APPOINTED 
Buffalo, N. Y., Feb. 13.—Dwight C 
Shaw has been appointed manager 
of the local plant of the United Mo- 
tors Service, 1320 Main St., succeed- 
ing Leroy Dodge, who has 

transferred to Cleveland. 


been 


TAYLOR BROS, CHARTERED 
Jersey City, N. J., Feb. 13—Taylor 
Bros.,* Inc., 231 Lexington Ave., to! 


"17573 


8 


*186,4; Own 


13713] 
*169,, 


*176,%| 


103 44 


114% 


11314 


12742 


| been 


SPECIFICATIONS AND MECHANICAL DETAILS | 





S | 


sion Ratio 

) wae. H. Pj 
land Peak 
R. P. M. 


Cylinders 


98@ 3400 
13@3000 
77 @ 3200 
90@3000 


| 104@2800 
| 104@2800 | 


95 @ 3000 
| 135@3400 
| 165@3400 
50@ 2600 
70 #3200 
88 @ 3400 
} 125@3200 
| 125@3600 


67@3200 
77.3400 
65 @3400 
68@ 3200 
84@ 3400 
50 @ 2800 
58@3100 
58@3100 


60 @ 3300 


_ | rangemen 


= 
CImMaolimrmranegc do co D & % 6 oo Aap o SAM OAD OD Re wornnapo Cop mj] Pla | 


ae i | Valve Ar- 


Fe 


| Own 
Own | 


36x413 | 
1x4 
x4 
34°5X3 %4 
314x434 
1x4! 
| 34ox5 
| 3%4x414 
314x414 
273x444 
| 33gx4 
| 3¥4x4% 
3 x4!4 
| 3%x4% | 200 | 
3%x4 | 199 | 
| 3%4x4 } 199 | 
| 2% x4'2 | 175.3 | 
373x414 | 200.5 | 
| 314x434 | 274 | 
| 345x434 | 274 | 
| 274x494 | 246.6 | 
273x434 | 246.6 | 
| 34%4x4'% | 298.6 | 
| 314x412 | 224 
314x4!4 | 224 
| 3lgx4 245 
314x414 | 298 
| 273x412 | 233.7 | 
| 314x4'4 | 211.6 
| 27¢x4%% | 240.2 | 
3 x434 | 268.6 | 
| 344x4% | 365.6 | 
275x4%% | 246.7 | 
{3 x454 | 268.6 | 
| 33ex4}3 | 353 | 
| 34ox5 384 =| 
| 2¢3x4%4 | 211.2 | 
| 3% x434 | 315.2 | 
| 3x4 490.8 
| 316x4%% | 201.3 | 
! 27x43, | 227.2 | 
{3 x44, | 240 | 
| 344x444 | 298.6 | 
| 3y%@X3%— | 251.0 | 
335X414 197.5 
31%X5 | 320.0 + 
315Xx5 384.8 | 
273x434 246.0 
3%3x4), | 322 | 
| 33gx4'2 | 322 
3 335x412 | 322 
_— 366 | 
{385 | 
a 4 | 196 | 
5;x37_ | 200.0 |} 
| 358 | 


| 368 
| 452.0 | 
194.0 01 | 26.3 | 
217.8 
260.8 | 
| 384.8 | 
| 298.6 | 
205.3 
220.7 | 
214.7 | 
211.5 
240.3 


Own 
Own 
Own 


- iad Wo oo © 


| 
| Own 
| 


tow 


O1 | 39.2 
5.25 | 33.8 
5.20 | 25.35 
5.40 | 26.45 | 
— | 27.34 
5.20 | 25.35 
5.40 | 28.80 | 
48 |24 | 
5.32 | 25.4 | 
5.32 | 25.4 | 


5.80 | 19.8 | 
4.22 | 24.03 
5.30 | 29.4 
5.30 | 294 | 100@3100 


5.15 | 26.5 | 70@3500 
5.15 | 26.5 | 100@3300 
5.25 | 33.8 | 126@3300 
5.49 | 25.35 76 @ 3400 
5.49 | 25.35 76@ 3400 
5.50 | 31.25 85 @ 3400 
5.20 | 33.80 | 100@3400 


5.80 | 26.4 | 87@3600 
5.10 | 25.35 | 70@3200 
5.20 | 26.45 | 
5.20 | 28.8 
5.20 | 39.2 


5.10 | 26.5 | 
! 


} Own 


| Bish-Bab 
| | Bish-Bab 
| Con | Bish-Bab 


{Own |V | 
| Own | 
| 
| 


|} Own Bish-Bab xe) | 1003100 


| Own | Bish-Bab *O 


| Lyc | Dole 


| Lye 
| Lye 
| Own ! 
| Own | 
|} Own 
| Own 
Own | 
| Own | 
; Own | 
| Own | 
| Own 
| Con 
| Con | V 


Own | V 
|! Own V 
Own | V | 
| Own ' V | Pines 
} Own ''V |} 
|! Own | V | Bish-Bab 
4; Own | V | Bish-Bab 
| Own ; V | Pines 
|! Own | V | Pines 
} Own | V | Yes 
Own! V cedialae 


| Own | V 

| Own | V 

| Own | 

| Own 

| Own | 
Own ! | 
Own | | 
Own , | 


Pete eee eee, 


80@3000 
85 @3200 


95 @ 3000 
120 2900 
84@3400 

| 125@3400 
| 200@ 3400 


60 @ 2800 
75 @3200 
85 @3200 
115@3600 
85 @3000 | 
65 3350 | 


| 100@3200 
| 120@3200 
90 @ 3200 
120@ 3200 
1204 3200 
25 @ 3200 
39.2 | 125@3000 
39.2 | 132@3000 
| 21.03 | 48@2800 
26.3 | 
36.48 | 125@3300 
36.48 | 125@3300 
27.34 807 3200 
25.4 | 70@3200 
30.0 | 81@3200 
30.0 | 101@3200 
39.2 | 122@3200 
39.2 | 122@3200 
27.3 | 85@3150 
36.4 | 113@3300 
36.4 | 1133300 
5.26 | 25.3 65 @ 3400 
| 8 | 3%%x4 245.4 | 5.26 | 31.25 , 80@3200 
| 6 | 333x434 | 255 | 5.50 | 27.3 | _87@3200 


5.10 | 28.9 


5.35 | 36.45 
4.95 | 39.2 


< 


34 | Sad 


60.0 
5.00 | 2% 


5.00 | 
5.25 | 28. | 
} 


pape 
elo maaniaa« alia 


qTIOOrriorric 


5.25 | 33.8 


5.00 | 37.8 
5.06 | 24.4 
— |; 32.5 
| 39.2 
26.45 
36.45 
36.45 
36.45 


_ 
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5.00 
5.00 
5.00 
5.00 
5.07 | 
5.07 | 
4.60 
4.90 | 


5.30 
5.30 
5.30 


| Bish-Bab 
Bish-Bab 
Bish-Bab 
Bish-Bab 
Yes 
Yes 


|; Var 


| Pines 
| Pines 
| Pines 


| Dole 
Dole 
Dole 

| V | Dole 

| V | Dole 
Own | — | Bish-Bab 
Own | — | Bish-Bab 

| Own | — | Bish-Bab 
| Own | V | Var 


| Own | V | Var 
| Own | V | Var 


Own | 
Own 
|;Own | V 
| Own | V 
| Own !| V 


| Own | 
| Own | 

Own 
| Own 
| Own 


| aia 
333x5 | 358 
333X5 268 
344x414 | 205.3 | 
3\4x3% | 221.0 
345x414 | 250.4 | 
314x4% | 337 | 
315x4% | 337 | 
| 338x4'2 | 241.5 | 
| 8 | 3%x4% | 322 | 
| 8 | 338x4'5 | 322 | 
| 6 | 3%4x3% | 193 


os 
L 
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as manager. Four years ago Brown 
was sent from Omaha to Sioux City 


in automobile supplies, has 
chartered by Fred Winfield, 
Esther Taylor, Robert J. Taylor and 


William H. Taylor. 
WILL OPEN MARCH 1 
FORM NEW CONCERN | _ Ellensburg, Wash., Feb. 13.—D. B. 
Jersey City, N. J., Feb. 13—E. J.| Case, formerly of Everett, Wash., 
Kennedy, Inc., 32 Terhune Ave., to| Will open an automotive parts and | 
deal in automobiles and supplies, | eanenery business here about March 
has been formed by Mary C. Ken-|1, he announced. The concern will | 
nedy, F. Regis Kennedy and Ed- be known as the Case Motor Parts | 
ward J. Kennedy. and will be both wholesale and re- 
tail. Case has been engaged in 
Similar business in Everett for 
last ten years. 


NEW SERVICE STATION 

Elmira, N. Y., Feb. 13—With a 
capital of $10,000, the Southport 
Motor Sales, Inc., has been char- 
tered to operate a garage, sales and 
service station and general automo- 
tive accessory business in the vil- 
lage of Southport, N. Y. 


deal 


WILL DOUBLE SPACE 

Columbia, S. C., Feb. 13.—Jenkins’ 
Automotive Parts Service, located at 
1519 Sumter St.. will double its floor 
space at once, according to Eddie | 
Jenkins, owner and manager. Mr. 
Jenkins reports that the volume of | 
business done by the firm in 1930! 
was 11 per cent. better than that 
of 1929. 


D. A. BROWN TRANSFERRED 


Omaha, Neb., Feb. 13. —D. A. NAMES BARRY MANAGER 
Brown, formerly manager of the Trenton, N. J., Feb. 13.—Walter 
Sioux City branch of Firestone Tire | w. Barry, connected with the auto- 
;and Rubber Company, has been | mobile industry in Trenton for some 
| transferred to the Omaha branch as years, has been appointed. service 
manager. He succeeds H. C. Acken,| manager of the ‘Trenton Motor 
who goes to the Sioux City branch Company, Ford dealer. 


TRENTON FORD DEALER 


39@2200 | Alum 


90@3200 | 
| 100@3200 | CI 
| 133@3400 | 


60@3000 | 


to open that territory for Firestone. 
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CI 
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AC | Str 
| 


+ piece hii tebe 
l2Bazaaaa]| 


fo 
Yes 
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AC | Car 
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Gas | Sch 
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AC | Sch 
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AM 
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WASHINGTON STATE FIRM 
| APPOINTED HUDSON DEALER 


Auburn, Wash., Feb. 13. — The 
newly organized Juell-Bue Motor 
Company has been appointed Hud- 
son-Essex dealer for this territory. 
The organizers are A. L. Juell and J. 


| A. Bue. Both have been in the auto- 

mobile business in Seattle and 
|Mount Vernon, Wash. In the latter 
| city, Bue operated the Dodge agency 
and Juell was in the used car busi- 
|ness. Al Smith has been appointed 
their service superintendent. 


LINCOLN CHEVROLET SELLS 
1,737 USED CARS IN 1930 
Lincoln, Neb., Feb. 13. — During 
the year 1930 the DuTeau Chevrolet 
Company, 1801 O St., sold 1,737 used 
|cars, or almost 100 more than in 
| 1929, and exceeding the record for 
‘Lincoln dealers last year. The Du- 
'Teau company now has approxi- 
mately 100 used cars in stock, al- 
{most all of which are in the lower- 
| price class. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 
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OF )F PRESENT AMERICAN PASSENGER | CAR MODELS — 


Make and Model 
S 
t 
a 

|} Whit 

| Gear 

| Tex 

Tex 

Tex 

| Tex 

| Morse 

| Morse 

| Morse 

Var 

Morse 

Morse 

Morse 

Link 

| Var 

| Var 

} Chain 

Morse 


Morse 
| Morse 


Auburn 8- 98 


Austin 
Buick 8-50 
Buick 8-60 

Buick 8-80 | 
Buick 8-90 
Cadillac V-8 
Cadillac V 12 
Cadillac V-16 
Chevrolet { 
Chrysler 6 | 
Chrysler 8 

Chrysler Imperial 8 
Cord (Fr. Wh. Dr.) 


De Soto Six 
De Soto Eight 
De Vaux 6 
Dodge Six 
Dodge Eight 
Durant 6-10 
Durant 6-12 | Morse 
Durant 6-14 | Morse 


Essex Super Six | Morse 


Ford A | Var 
Franklin | Whit 
Franklin | Whit 


Gardner 
Gardner 
Gardner 
Graham 
Graham 
Graham Spl. 8 
Graham Cust. 8 


Hudson Greater 8 
Hupmobile Cen 6 
Hupmobile Cen 8 
Hupmobile C 
Hupmobile H and U 


Jordan St. Line 80 
Jordan G. Ninety 8 


La Salle V-8 
Lincoln 


Marmon Eight-70 
Marmon 88 
Marmon 16 


Nash Six-60 

Nash Eight-70 
Nash Eight-80 
Nash Eight-90 


Oakland V-8 
Oldsmobile 


Packard 826-833 
Packard 840-845 
Peerless St. 8 
Feerless Master 8 
Peerless De L. 
Peerless Custom 8 
Pierce-Arrow 43 
Pierce-Arrow 41-42 
r* -mouth 

Pcr-tiac 

Reo Royale 

Reo Flying Cloud 


‘Del 


Del 


Series 15 
Series 15 


136 
148 
158 
Std. 6 


Spl. 6 Del 


Morse 
Morse 
; Morse 


Morse 
| Whit 


Morse 

Morse 

| Link 

Link 
Link Aut- 

| Link 

| Gear 

| Morse 
Var 

| Morse 


| Morse 
| Morse 


Studebaker Six Whit 
Studebaker Dict. 8 
Studebaker Com. 8 
Studebaker Pres. 80 
Studebaker Pres. 90 
Stutz LA 

Stutz MA | 
Stutz MB | 


Willys 6-97-98 D 
Willys 8-80 D 
Willys-Knight 66 D 


KEY TO ABBREVIATIONS 


Weight—*Siudebaker 7-pass. sedan, Aus- 
tin Standard 2-passenger coupe. **Hup- 
mobile model H weighs 3955 and mode) 
U 4225 *Reo Royalle, 125-inch. W. B., 
weighs 3,950 pounds. Willys 6-97, weight 
2,682. The 98-D weighs 2,791. 

Wheel Base—‘*Over all length of chassis | 
instead of wheel base. which manufac- 
turers refuse to give. 

Engine Make—Con. Continental; Lyc, Ly- | 
coming. Hall, De Vaux-Hall Motors Corp | 


Fan Belt Type—V, V-type; F, fiat. | 

Thermostat—Bish-Bab, Bishop & Babcock; | 
Dole, Dole Valve Co., Chicago, Ill.; Pines, | 
Pines Winterfront; Var, various makes. 


L head; H, hort- 
K, sleeve valve; 


| Var G 


}— 


| Chain 
| Link 
| Link 


Valve Arrangement—L, 
zontal; O, overhead; 
LV, V-type L head. 
*Air cooled. {Thermo syphon water cir- 


Compression Ratio—*Optional on the Au- | 
burn | 


Piston Material—*Alum, aluminum with | 
invar struts; Alum, aluminum alloy; CI, | 
cast iron; S St, semi-steel. 


Oil Purifier—Pur, 
Han, Handy; AC, AC Spark Plug Com- | 
pany; Ste, Stewart-Warner; Ski, Skinner. 


Fuel Cleaner—AC, AC Spark Plug Co.; Gas, 
Gascolator; Ste, Stewart-Warner; Til. | 
Tillotson, 

@arburetor—Sch, Wheeler Schebler: Zen, 
Zenith; Mar, Marvel; Car, Carter: Str, 
Stromberg; DL, Detroit Lubricator: 
John, Johnson; Til, Tillotson. 


Air Cleaner—AC, AC Spark Plug Com- 


Purolator; Wal, Wall; | 
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R | Del-R 


MM 


Spic 
|*Aut-L 
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pany, AM, Air Maze; Handy; Un, 


United; Till, Tillotson, 


Han, 


Link Belt; Tex, 
Ram, Ramsey; 


Diam, Diamond 
Chain Company: 


Texolite; Cel, Celeron; 


Whit, Whitney Chain: 
Chain; Morse, Morse 
Var, various makes of chains; 
various makes of gears 


Ignition, Generator and Starter—Aut-L, 
Auto-Lite; Del-R, Delco-Remy; N. E., 
North East; Dyn, Dyneto. *Nash—Indi- 
cates tvin ignition. 

*Bendix starter used. 


Brown- 


Cptch—Bere. Borg & Beck: Br-L. 
Long, 


Lipe; Rock, Rockford Machine; 
Long Clutch Company. 


Gearset—War G., Warner Gear Company; 
Detr, Detroit Gear: Mun, Muncie Gear; 
wc, Warner Corporation. 

*Three or four speed gear sets as shown 
are available for either model. 


Universals—Un P, Detroit Universal Prod- 
ucts Company; Spic, Spicer Manufactur- 
Uni- 


ing Corporation; 
Ill; 


versal Joint Company, 
Cle, Cleveland. 


Rear Axle—Col. Columbia; 
Cla, Clark Equipment 
Timken 


Ratio—Opiiona)] on the Auburn. 
Arrow 43, 137 in. W. B. 
is 4.42. On Model 41 rear axle ratio is 
4.42. On Model 42 ratio is 4.23 

| Steering Gear—Gem, Gemmer; Ross, 
Gear and Tool Company; Sag, Saginaw: 
Say-B, Saylor-Beall Manufacturing Com- 
pany, Detroit, Mich.; War, Warner, 

Brakes—H, hydraulic; M, mechanical: SD, 
Steeldraulic; Bendix, Bendix Brake Corp. 

Rear Springs—S, semi-elliptic; El, full 
elliptic; Cant, semi-cantilever; 8-Tr, 
semi-transverce. Rear spring length on 
Willys, 6-98D is 51 in, 


MM, Mechanics 
Rockford, 
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SD 
| SD 
|! SD 


Bendix 


4.4 
5.41 


3.7 
4.54 


S 54's 


| 


Un P | 


| Sal 
| Sal 


Bendix 
| Bendix 


4.45 
4.9 
3.69 


Ross | 
Ross | 
Gem |! 
Gem | 


Sag 

Sag 

| Own 
oman | M Own 
| Bendix Ross 
4.45 | Bendix Ross 
445 Bendix Ross 

Sal 12| 4.45 | Bendix Ross 
Own !4 4.08 | Bendix Ross 
|; Own % * Bendix Ross 
Own !, 4.33 | H War | 
| Own 442 |M Sag | 
Own '4!| 407 !H Ross 
407 |H Ross 


| Own 
| Own 15 


| Sal % | 47 
Sal 3 


Sal ! 


2 
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Ross 
Ross 
Ross 
Ross 
Ross 
Gem 
Gem | 
Gem 


Own 
Ross 
Ross 


| Own 14 | 
Own 1% | 


4.73 | Bendix 
4.73 | Bendix 
4.73 | Bendix 
4.31 | Bendix 
4.31 | Bendix 
4.5 | H 
4.75 |H 
4.75 | H 


440 Bendix 
4.40 | Bendix 
418 Bendix 


| Own 34 
Own %% | 
Sal 
Tim 3:2 
Tim 14 


| Own 14 
Own !4 
Own 1% 


Tryon, Willys-Morrow 
Rubber Shock Insul- 
Faf, Fafnir Bearing 
Company; O-N, O-N §8pring Shackle 
| Company; Belf Belfley Corporation 
ERS, Eaton Rubber Bushings. 


| Chassis Lubrieator—Alem, Alemite: Al-Z 

Alemite Zerk;: Alem A, Alemite auto- 
matic; Bijur, Bijur Lubricating Corp.: 
Bijur A, Bijur automatic centralized 
Cen, Central magazine; Far, Farval. 


Spring Shackles 
Company; Rub B, 
lator Company: 


NEW WICHITA COMPANY 
IS BUICK DISTRIBUTOR 


| Wichita, Kan., Feb. 13.—Thousands 
of Wichitans attended the formal 
opening here last week of Wichita’s 
|}newest automoile company, the 
Jack Beatty Motor Corporation, dis- 
| tributor of Buicks. The Beatty Cor- 
| poration recently acquired the Buick 
distributorship from the J. Arch 
| Butts Company, which had handled 
the Buick line for many years. 





BUS EXTENSION PLANNED 

Jamestown, N. Y., Feb. 13.—The 
Jamestown Motor Bus Transporta- 
| tion Company, bus operating subsid- 
iary of the Jamestown Street Rail- 
way Company, has plans in progress 
for extension of its Stillwater 
line seven miles into the village of 
Busti, N. Y. Later it is planned to 
extend service another five miles to 
Sugar Grove, Pa, 
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TWO CLEVELAND CONCERNS 
IN MOTOR CONSOLIDATION 
Cleveland, O., Feb. 13.—A new 
automotive merchandising concern, 
known as Rahlfs Motor Sales, Inc., 
has been formed here, through the 
consolidation of the Economy Buck- 
eye Motors, Inc., and Rahlfs Motor 
Sales, The new concern will con- 
tinue Oakland-Pontiac sales and 
service at 1920-1924 Euclid Ave., and 
has added 25,00 square feet of floor 
space to its former quarters. Jo- 
seph J. Hengesbaugh is president, O. 
H. Rahlf, vice-president and N. A. 

Holzman, secretary and treasurer. 


CLEVELAND WILL GET 
NEW OAKLAND DEALERSHIP 
Cleveland, O., Feb. 13.—The firm 
of McCulloch-Walton, Inc., has been 
chartered by J. E. McCulloch and T. 
W. Walton. The new concern has 
acquired space in the building at 
Lorain Avenue and West 81st Street, 
and will operate an Oakland-Pont- 
|iac sales and service branch. Mr. 
McCulloch, senior member of the 
new firm has been Oakland-Pontiac 
dealer in Chagrin Falls, O., for the 
past five years, 
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Please see the fifth col- 
umn to theleft of this ad- 
vertisement giving steer- 
ing gear information. 
Notice the outstanding 
Ross predominance. The 
actual figures are: 
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Ross CAM AND LEVER 
steering gears predomi- 
nate not only in passen- 
ger car field, but in truck 
and bus fields as well. 


ROSS GEAR & TOOL CO, 


Lafayette, Indiana 


ROSS 


Cam & Lever 
Steering 


There is only one 
CAM G& LEVER 
eonieail 
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Weather Starting 


And Lubrication of 
Automotive Engines 
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Fig. 4. Starting effort required with change of oil 


as 
gerry 


Oe 
| ee | sla 


Me etn 


EE : : ‘1 


ae eat ta? 


temperature 


shown by friction h. p. curves. 


(Continued from Page 8) 


> 


NEDCO ADDS NEW 


over 


STRAINS MEASURED 
BY MAGNETIC 
GAUGE 


(Continued from Page 8) 


when the beam is turned on its two 
flange sides and without the ap- 


made or photographs taken as de- 
sired. The changes in the length 
of the air gaps upset the balancé 
of the voltages across the gauge 
}coils and indicates the degree of 
| Strain in the beam or rail at the 
point to which the gauge is ate 
tached. 


CHAIN BELT ANNOUNCES 
| CHANGES IN PERSONNEL 


plication of any weight other than | 


that 
These 


and visual, 


readings are instantaneous 
a feature which is re- 
garded as a marked improvement 
those types of strain gauges 
which require mathematical calcu- 


| lations. 


measurements 
| than 


| on 


used for micrometer 
in the shop and 
will give results of higher accuracy 
those formerly obtained. 

While the gauge is not available 
the market, tests made by 
Westinghouse, particularly where 
changes of stress were at high rates 
of frequency, indicate it has poten- 
tion value in scores of practical ap- 
plications. Stresses have been rec- 
orded.at the rate of thirty per sec- 
ond, but this figure can be in- 
creased by speeding up the move- 
ment of the film of the oscillograph 


It can be 


'on which the curves are shown. 


New Nedco Polisher 


The Nedco Company, Na-| 


if we assume for purpose of discus-;short runs. Under average winter tick, Mass., has brought out a| 


sion that a speed of 25 r, p. m. is | 
required for firing, the starter h. P.| 
line indicates the respective tem- | 
peratures at which the several oils} 
will behave identically, There is a 
temperature advantage of 35 deg. F. | 
for A-49 over C-82. 

Fig. 6 is of interest in that the 
calculated maximum i, h, p. is con-| 
siderably greater at 50 r. p. m. than 
the starter h. p. The intersection 
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Sa ele 
Hoey a 
to 


oe 
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operation, considerable dilution oc- 
curs within fifty miles after 
changing the crank case oil with 
new oil, and dilution equilibrium is 
attained within 100 to 150 miles. A 
certain amount of dilution is a 


|great starting aid in that it reduces 


the h. p. required to overcome the 
friction at low temperatures. 


From the tests of starting power 
requirements with diluted oils it is 


Fig. 5. Starting power requirements for different oils at 25 r, p. m. 


of the starter h. p. curve with the 
various friction h. p. curves desig- 
nates the temperatures at which the 
various oils will just permit 50 
r. p.m. This effectively illustrates 
the point made earlier in the paper 
that, if firing occurs at such speeds, 
the engine has the possibility of 
developing more power than re- 
quired for overcoming the friction 
h. p., with the result that it accele- 
rates and continues to fire. It will 
be noted, further, that temperature 
differences between various oils are 
about the same at 50 r. p. m. as 
at 25 r. p. m, 
Every operator 
crank case oil 
by frequent use 


realizes that the 
quickly diluted 
the choke and 


is 
of 


probable that no particular starting 
problem with either A-49 or C-49 or 


with intermediate oils of the same} 


viscosity class would be experienced 
after fifty miles use in cars which 
require only 25 r. p. m. to obtain 


firing when temperatures as low as | 
3 a & 


5 deg. F. are encountered 
speed of 50 r. p. m. is required to 
cause firing, it was found that the 


C-49 oil would cause starting diffi- | 


F., even though 


culties at 10 deg. 


it has been operated long enough to! 


contain 15 per cent, dilution. How- 
ever, there are few cars which re- 
quire such high speeds to start them. 

Thus answer to the 
starting is to use very 


LOW 


partial 
problem 


a 


Fig. 6. Starting power requirements for different oils at 50 r, p. m, 


viscosity oils to accomplish the | 


|new lightweight electric pol-| 
ishing machine, known as the} 
|Model P. A unique feature of | 
|the new tool is that the gear) 
| case is so constructed as to) 
| fit into the palm of the hand 
|and there is no front handle. 
i It is claimed that this makes 
the tool easy to control by | 
either the right or left hand! 
without change of handles. It| 
|issequipped with a 1-5 h. p. 
motor and weighs 7! pounds. 


PEP ACQUIRES BLACK & WHITE 
VALVE GRINDING COMPOUND | 


| Black & White grease mixed valve | 
grinding compound has been ac-| 
quired by the Pep Manufacturing | 
Company, Inc., and will be marketed | 
in the future as Pep grease-mixed 
valve grinding compound 

same thing as either pre-diluting 
higher viscosity oils or permitting 
the latter to rapidly dilute in serv- 
ice. However, diluted oils are not 
desirable after the engine is warmed 
up. This immediately suggests a 
favorite trick used before self-| 
starters were in general use, namely, | 
stopping the engine with the choke. 
By so doing the gasoline sucked 
into the various cylinders will di- 
lute the oil on the cylinder walls, 
thereby reducing the starting ef- 
fort required next morning without | 
| excessively diluting the crank case | 
|oil. As a matter of fact, such pro- 
cedure really reduces the amount | 
|of choke required the following 
morning. 
by this method, it should first be | 
idled and then stopped by pulling 
out the choke. After this operation 
is completed the ignition should, of 
|} course, be shut off to avoid dis- 
charging the battery. This method 
|is not proposed as an ideal solu- 
tion but merely as a _ practical 
means in cases where other methods | 
cannot be employed. 

Car-Starting Experiments 

During the past two years we 
have conducted starting tests of a | 
| quite different character than the 
experiments just described. Some 
thirty cars and trucks of various 
makes and designs have been placed 
in a large cold room where tempera- 
ture could be controlled and main- 
tained at definite points. In making | 
| such tests the crankcase was 
| charged with the oil to be tested. 
The engine was operated on its own 
power until the crankcase oil tem- 
perature reached 100 degrees F. It 
was then stopped by cutting off the 
gasoline supply so as to prevent | 
dilution of the oil on the cylinder 
walls and thus make it easier to 
duplicate the starting conditions. 
Battery, ignition and starter were 
examined to make certain that they 
| were in first-class condition. The 
car and room were cooled over 
night to a low temperature, say 
zero degree F. Using a winter grade 
gasoline, the starting procedure the 
next morning was as follows: 


(To be continued) 


| 
| 





Mr. Wheeler exhibited photo- 
graphs of such graphs as made on 
railroad rails, and explained how 
eight readings were made and re- 
corded simultaneously on the head 


land the base, inside and outside of 


each rail. These curves not only 
indicated the passing of each wheel 
of a locomotive, tender and coach, 
but illustrated the lateral forces ex- 
erted by the flanges of those wheels 
as well as the vertical forces of the 
weight. 

One graph indicated plainly that 
a certain mountain locomotive with 
five driving wheels was too long to 
be safe on a curve of certain sharp- 


ness, and that its length and rigid | 
construction exerted a tendency to) 


turn the outer rail over on its side. 

In construction the Westinghouse 
gauge is about eight inches long, 
with bolt holes in two ends. The 
center section has two coils of wire 
which carry an electric current. A 
moving armature is 


est movement of this armature be- 
tween the pole pieces changes the 


air gap across which the flux must | 
pieces to} 


pass from the two pole 
the ends of the armature. 

Three wires carry 
through the gauge and either 
the recording instrument or to the 
oscillograph, where readings can be 


of the light, exhibition beam. | 


it | 


adjustable | 
within narrow limits, and the slight- | 


the current | 
to | 


Milwaukee, Feb, 13.—The Chain 
| Belt Company announces a change 
in the personnel of its Cleveland, 
| Buffalo, St. Louls, Portland and 
| Seattle offices. Mr. Smallshaw, for- 
merly in charge at the St. Louis 
office, took charge of the Cleveland 
office, January 1. 

Thomas Cocker, manager of the 
Cleveland office, has been trans- 
ferred to the Buffalo office and on 
January 15 took over the manager’s 
|duties at Buffalo. Frank Gary has 
been transferred from the Buffalo 
| office to St. Louis. 
| On the West Coast, Hy Bergis has 
|} been transferred from the Seattle 
| office to the Portland office, and 
| Gerald Nichols of the Portland of- 
| fice will take charge at Seattle. W. 
F. Nichols continues as Northwest 
| Manager. 


LAWRANCE WORKING ON 
OIL AIRCRAFT ENGINE 


Charles Lanier Lawrance, former- 
ly president of the Wright Aero- 
| nautical Corporation, is working on 
}@ new heavy oil aircraft engine. 
Beyond admitting that he was 
| working on heavy oil development 
|instead of the use of gasoline, he 
| would say little regarding the new 
engine. 


OREGON MAN APPOINTED 
DE VAUX REPRESENTATIVE 


Portland, Ore., Feb. 13.—Appoint- 
ment of W. B. White as factory rep- 
resentative in Oregon and south- 
western Washington for the new De 
Vaux line has been announced by 
the Oakland, Cal., factory of De 
Vaux Motors. White will make his 
headquarters at the factory branch, 
163 Burnside St., Portland. The 
new Oregon representative has been 
connected with Norman De Vaux, 
president of the newly formed De 
Vaux-Hall Corporation, for many 
years. At least one model of the 
new car will be available for the 
Portland automobile show. Full 
production on all models is expected 
to begin both in Oakland and 
Grand Rapids plants by the middle 
of February. 


Contemporary Comment 


(Continued from Page 4) 


by leaps and bounds. 


The admirable network of roads in 


France, a heritage from the past, has greatly facilitated high- 


way expansion there. 


- 


This renaissance of the road is due to 


In stopping the engine! the automobile.—The New York Times. 
. 4 


N France, the question of making the use of non-splintering 


glass compulsory is being 
quarters. The Touring Club 


taken up seriously in official 
de France, through its presi- 


dent, M. Chaix, recently addressed a petition to the prefect 
of police, asking him to enforce the use of safety glass on all 


| vehicles, whether public or private, circulating within the 
Department of the Seine, which includes Greater Paris. 


M. 


Emille Massard of the Municipal Council, an active worker in 
motoring affairs, has now laid a proposal before the council 


making the glass compulsor 
Should this be passed, it will be 


throughout the Paris area. 


y in all taxicabs and buses 


a very important step, as there are no fewer than 20,000 
taxicabs plying in Paris at the present moment. 
In support of his proposal, M. Massard produces some 


striking evidence drawn from 


It 


official accident statistics. 


| would appear that among taxicabs alone there are on an aver- 
age of sixty-five acciednts per day in Paris! 


Many of these 


are very slight, but M. Massard shows that in the case of 


|accidents causing physical injury, broken glass is mainly 


responsible for the casualties.—The Motor (England). 


* 


* 


4: 


ae in the sensitive steel industry invariably 


starts in one of two periods of 
Whenever recovery in pig iron or steel 


toward improvement. 


“seasonal impulse” 


output has started in the first half of the year it has begun 


in January. 


in any month from March through June. 


It has never been found that recovery started 


Consequently if 


steel precedent of the last fifty years is to be relied upon, 
improving business either is on the way now or will be 
deferred until July—Paul Willard Garrett in the New York 


Evening Post. 





